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Here’s An [deal Four-Door 
Garage Door Set 


It is of the hanger and rail equipment type. Doors are hung on the 
inside and swing into the jamb against stops, exactly the same as in 
high-class house construction. And they fold snugly against the 
inner wall when opened, requiring but the minimum of space in the 


garage. 
There is a good demand for this garage door set. It is popular because 
of the service and convenience it affords. And it enjoys a good sale 
because it is well known. 

Architects, contractors, builders, auto owners know NATIONAL 
Garage Hardware thr6ugh our extensive advertising. You’ll find it 
profitable to sell this line. Write us for catalog and dealer propo- 
sition. We supply you direct. 


National Mfg. Company 


Sterling Illinois 
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Playthings Are Indispensable to Children and Bring 
Hardware Profits as Will Be Seen by the 


Experiences of Prominent Retail Firms 


ICH man, poor man, beggar 
man, thief—they differ only 
in occupation and finances. 

Fundamental instincts with all of 
them are the same. It is the very 
same thing with their children. All 
kiddies must and will play. The 
spirit of childhood is within them. 
It is irrepressible and must be satis- 
fied. Take for instance the child of 
the slums who plays hard from 
morning until night. His toys are 
largely home made, or second hand, 
yet to him they are priceless. He 
would rather lose an arm or an eye 
than have someone take from him a 
cheap mechanical toy, a small tin 
auto that has been badly scratched 
or a little metal animal that moves 
on wheels. That little toy is often 
times his constant companion. To 
that little boy it lives. 

Move away from the section 
where the poor children swarm the 
streets. Go to the best residential 
district in your town. Visit the 
large private homes and exclusive 
apartments that are located on the 
boulevards and fine avenues. See 


what the children of these wealthier 
parents are doing. The very same 





spirit of play is there also, although 
there is a vast difference in the toys. 

And where do they buy these toys? 
Who has made the profits on the 
sale of these toys? That is our prob- 
lem and how are we going to answer 
it? 


Toys in Milford, Conn. 


If the scene is laid in Milford, 
Conn., the answer is fairly simple. 
The playthings were probably bought 
in the large toy department main- 
tained by the Kusner Hardware Co. 
Joseph Kusner is the proprietor, 
salesmanager and often times the 
sales staff and bookkeeping depart- 
ment. He is strong for the handling 
of toys and his feeling in that re- 
spect has come from three profitable 
years—each of which has witnessed 
increased toy sales. 

Mr. Kusner maintains a special 
toy department in the second story 
of his store. He acquired the store 
and stock of the former Milford 
Hardware Co., in 1919 and two years 
ago he changed the name to the 
present title. The department with 
playthings is in the front of the sec- 
ond floor and is laid out lengthwise. 
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A large window in the front of the 
building gives this section plenty of 
daylight and it is a pleasing layout 
that greets your eyes as you gain 
the upper steps of the stairs. 

Children of Milford know that Mr. 
Kusner handles the most complete 
line of playthings, including dolls, 
and juvenile vehicles to be found in 
the town. His large stock, progres- 
sive methods and courtesy have 
practically eliminated competition. 
Children unaccompanied by their 
elders have been allowed to roam 
through the toy department and 
the result has been amazing. 
Instead of ruining the place 
they have handled everything with 
extreme care, made inquiry in re- 
gards to the prices and then have 
gone home. Their parents have had 
no rest from that time on until the 
desired article was purchased or 
promised. 

Although Mr. Kusner does his 
greatest toy business in the holiday 
season before Christmas he is very 
emphatic in saying that a good 
steady trade in that line can be had 
all year around. He has sent our 
several circulars on the stock he car- 
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ries and has given them to children 
as they leave the schools at closing 
time. An invitation to visit the toy 
department is found on all literature 
and many kiddies literally drag their 
parents to Kusner’s hardware store 
for “just a visit.” 


The Use of Sales Discretion 


What better sales opportunity 
could any dealer expect? Mr. Kus- 
ner takes the sale of toys seriously. 
He sizes up those who come in to 
look at his wares. If he believes the 
family can afford the higher priced 
playthings he goes after just such 
sales. On the other hand if he feels 
that the family in question must be 
careful he concentrates his efforts on 
less expensive toys. But the treat- 
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its large stores. A jitney bus line 
connects the two points. Mr. Kusner 
cashes in on toys in spite of this ac- 
cessible competition because he has 
advocated home trade and _ has 
proven to Milford people that his 
store merits local patronage. 

The stock of toys is varied and is 
kept up to date. This is an impor- 
tant point, says this Connecticut 
dealer, as he finds children more ex- 
acting on the newness of toys than 
are their parents. Children have an 
uncanny way of keeping posted on 
subjects that interest them. 


Toys at Fowler & Sellars’ 


Should the scene of activity sud- 
denly shift to White Plains, N. Y. 
we would find that Fowler & Sellars 


The Romaine Hardware Co., Hack- 
ensack, N. J., tried toys for the first 
time one Christmas season about two 
years ago. Theodore Romaine then 
decided that toys could be sold at a 
profit throughout the year and he 
proceeded to prove his point by stock- 
ing and selling them in good quan- 
tities. In the rainy summer reason 
this store had a window devoted ex- 
clusively to this line—and it sold all 
the express wagons and hand cars in 
stock. Beach toys sold in excess of 
the immediate supply, necessitating 
prompt reorders from New York. 

The Bunting Hardware Co., has 
a large store in Kansas City, Mo., 
which is well departmentized. The 
toy department of this concern 
shows an annual profit that runs into 

















This display of the Bunting Hardware Co., Kansas City, Mo., carries an appeal to children of all ages. 


There’s something 


here to satisfy them all, should they want stuffed rabbits or bicycles 


ment given to both prospects is the 
same. He insists upon courtesy: 
Although every visitor to the toy 
department does not make a pur- 
chase there, the acquaintance with 
Kusner’s general hardware lines is 
of great importance. He often cashes 
in on an entirely different line. The 
window displays even during the 
spring and summer months often 
show toys exclusively, particularly 
vehicles, coasters, hand cars, and ex- 
press wagons. Beach toys shown 
along with sporting goods that 
would be used by children, are also 
given attention. r 
Milford is less than twenty miles 
from the city of New Haven with 


also maintain an upstairs toy depart- 
ment of good size. The stock. of 
playthings in this store seems to 
have no limit. There is every ve- 
hicle and juvenile divertissement im- 
aginable. This company also handles 
a fairly wide line of games such as 
crokinole, checkers and chess. They 
consider games a very valuable part 
of a modern toy department for the 
hardware dealer. This company does 
its biggest business in this depart- 
ment during the Christmas season 
but has found that sales effort, 
good window displays, circulars and 
local advertising have kept up a 
steady trade in playthings during 
the entire year. 


many thousand dollars. Sales hold 
up in all twelve months out of each 
year and a toy window that invites 
buying is often found on view. This 
store recently set up a window display 
that combined toys with juvenile 
sporting goods. The goods were ar- 
ranged by Otto J. Gross who might 
well be proud of his work. 

It is probable that examples from 
other parts of the country could be 
brought up indefinitely. Toys in the 
retail hardware store are fairly com- 
mon to-day. It is a recognized part 
of the business and by no means an 
experiment or a matter for specula- 
tion. It has been tried and proven 
with wonderful results. 
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The above illustration shows the toy department of the Kusner Hardware Co., Milford, Conn. This store 
is toy headquarters for the section in which it is located and does an excellent business in this line. Below 
we see the manner in which the Fowler ¢ Sellars Co., White Plains, N. Y., makes its appeal to the future 
citizens of that locality. Catch them when they are young and you have a life customer is the watchword 





60 


HARDWARE AGE 





April 13, 1922 


Remodeled Store Brings Big Increase in Sales 


The Story of How the Carpenter 
Hardware Co., East Rochester, N. Y., 
Profited by an Up-to-Date Store 


By C. M. CARPENTER 

















This is the new store that brought business to the Carpenter Hardware Co., Hast Rochester, N. Y. 


HIS is simply going to be a 

little story about the kind of 

a store I did have and the kind 

of a store I have now and how I got 
it. 

I will tell you as briefly as pos- 
sible why I remodeled, the arrange- 
ment, the ease with which we handle 
more business, results and advertis- 
ing value. 

My problem in the beginning was 
just the sort of a problem that faces 
all you merchants who have not re- 
modeled and made your store up to 
date. 

The old store was 20 x 60 ft. 
with a warehouse in rear. In the 
front of the store was a stairway 
which served the apartment over- 
head. This narrowed the front down 
to about 16 ft., the entrance in the 
center giving me one small winaow 
on each side of the entrance, about 
3x5 ft. All the light which entered 
the store came in through these 
windows and one window in rear 


containing two lights 22 x 24 in. 


seen C. M. Carpenter, the head of the firm 


The result was a dark dingy store 
and to make it worse the interior 
was finished with a dark oak stain 
which of course helped’ to kill such 
light as did enter. I had the ceiling 
painted white and this helped some- 
what. Had I remained in this store 
I would have painted all of the wood- 
work a silver gray, which is the 
color we now use and to my mind 
can not be beaten for a hardware 
store interior. ; 
In the old store we used shelf 
boxes for the shelf hardware. A 
large tool case was near the front 
door, house-furnishings came next 
with paints, oils, and glass and 
three display tables«for displaying 
aluminum ware, glass‘utensils and 
small kitchen needs. The store was 
cluttered up with merchandising 
and was lacking in daylight, es- 
pecially behind the stairway. We 
used plenty of electricity, but this 
does not compete with daylight to 
my way of thinking. We had doz- 
ens of articles which were hidden 


In the upper corner is 


from view and were never sold ex- 
cept when a customer came in for 
the express purpose of buying such 
an article. Many of these articles 
are frequent sellers now that we 
have them properly displayed. 


Catering to the Ladies 


Ladies do not care to enter a store 
which has the appearance of being 
stuffy or crowded. You will note 
that the department stores are 
roomy with wide aisles and they are 
among your chief competitors to- 
day. I have seen ladies come to the 
front door of our former store, look 
in, turn around and go away. I often 
wondered what they thought. Prob- 
ably there were three or four men 
in the store who happened 
smoking and these ladies no doubt 
thought we were giving a smoker. I 
would advise you strongly to cater 
more to the ladies. Make your store 
attractive, inviting, and you will get 
their patronage. 

I realize of course that all mer- 
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chants cannot go out and get a nice 
roomy place of business in a good 
location whenever they want it. But 
Ido say that they can remodel their 
present stores along the same lines 
I remodeled mine and improved the 
appearance 100 per cent. Sales will 
increase at least one-third providing 
they get some store engineer to work 
out their plans and do it along the 
most modern lines. I had such plans 
under way when I unexpectedly dis- 
covered my new location. My store 
is a Winchester store and was laid 
out by Scott C. Walrath of the Win- 
chester Co., who also did the sam- 
pling. J. C. Wemple, who is employed 
by me, is also deserving of great 
credit for his hard work and for the 
numerous valuable suggestions he 
offered. Do not try and save a few 
dollars on the beginning in getting 
your lay-out. This is a most impor- 
tant step and it should not be slight- 
ed in the least. 

The entire lay-out of the old store, 
decorations and lighting, although 
as good or better than many hard- 
ware stores, was never satisfactory 
tome. I am especially glad that the 
old catch-all corners are gone to re- 
turn no more. 


Everything Is Sampled 


In the old store we would often 
sell the last article in the box and 


forget to put it on the want book, 
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and as the goods were not sampled 
we could not sell the sample, and 
accordingly frequently lost sales. I 
would venture to say that this loss 
in hardware stores every year runs 
into thousands of dollars. With our 
present system if we sell the sample 
it has to be cut from the panel, and 
it is brought forcibly to the buyer’s 
attention at once that we are en- 
tirely out of this article and must 
replenish the stock immediately. Who 
could venture to say what your loss 
in sales would amount to in ten years 
through being out of merchandise? 
In our present location we have 
reduced this loss to a minimum in 


the new system. Our present motto 


is, “We sample everything we sell, 
and sell everything we sample.” And 
we make good. 

Another thing, we do not have our 
cases and counters cluttered up with 
boxes that forgetful clerks (and 
sometimes the boss), leave after 
showing goods. How much time do 
you and your salesmen lose every 
year in pawing through boxes for 
goods which have been misplaced 
and how many sales do you lose as 
the result of such confusion. I am 
happy to say that after ten years in 
the old store my dream of a mod- 
ern hardware establishment has 
come true. I could give you dozens 
of reasons for remodeling but you 
know them as well as I do. 
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My new store, which is on the cor- 
ner of Main and Commercial Streets, 
East Rochester, N. Y., was formerly 
a dry goods, grocery, and meat mar- 
ket fronting 40 ft. on Main Street, 
and extending back 95 ft. on Com- 
mercial Street. We have windows 
across the entire front and 10 ft. on 
the side. We had dividers built for 
our windows so that we can make our 
displays large or small as we see fit. 
And we also have plenty of pedestals 
which help materially in making ef- 
fective displays. 


Exterior and Interior Arrangement 


The main store is 40 x 55 ft. and 
was originally divided with a par- 
tition and a stairway in the center 
serving the apartments upstairs. In 
the rear of the main store which was 
formerly occupied by the market is a 
room 40 x 30 ft. This room has two 
large display windows. We have 
two entrances on Commercial Street, 
one for customers which opens in 
the main store, and one for receiv- 
ing and delivering goods which 
opens in the back room. 

We removed the partition and 
stairway in the main store and put 
in two steel girders. The windows 
had glass backgrounds extending to 
the ceiling. Glass we considered to 
be very unsatisfactory for this pur- 
pose, so we removed it. 

The backgrounds of our windows 











This attractive horseshoe show-case greets the 
eye as one enters the store of the Carpenter 


Hardware Co. 


Cutlery is shown in the case in 


front, while those on the sides are given over 
to displays of silverware, clocks, electric goods, 


nickel-plated ware and fishing tackle. 


The oval 


shows an interior view of the firm’s former 


establishment. 


Quite a contrast, isn’t it? 
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are built of matched lumber and ex- 
tend 55 in. from the level of the 
floor or about 3 ft. above the floor 
of the window. Of course we have 
finished the backgrounds to .cor- 
respond with the rest of the store. 


Fixtures and Shelving 


Our fixtures are of the more mod- 
ern style known as the panel type 
which are now used extensively 
throughout the country by store en- 
gineers.. You can have this work 
done locally or you can purchase 
some very fine fixtures from some of 
the fixture houses. 

We rebuilt the shelving which was 
used in the stores before mentioned, 
spaced it off in sections and made 
two doors for each section both above 
and below the ledge. The doors are 
rabbeted, and in each door we 
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shelf boxes which contain all the 
items sampled. These are painted 
brown and are stenciled with white 
numbers beginning with number one 
and running consecutively. Below 
each sample is a ticket 1 in. wide and 
13% in. long. In the blank space at 
the top of this ticket we put the num- 
ber of the box which contains the 
article. 

In the next line is the name of the 
manufacturer. Then comes a blank 
space in which we put the name of 
the article such as zig zag rule, then 
follow the size, cost, and selling 
price of the article in regular order. 

The system is practical and works 
out very well. For instance if we 
have pliers sampled and the ticket 
at the top reads No. 52, we open the 
door, pull out drawer 52 and there 
you have the pliers. When merchan- 
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laneous shelf hardware. On this 
side we have twenty-one upper 
panels of 20 x 54 in. and one open 
section for planes, etc., in addition 
to which there is one large panel for 
saws. Below the ledge we have 
twenty-four panels 20 x 32 in. The 
total measurement of this section is 
44 ft., 35 ft. down the side and 9 ft, 
across the back. 

On the left hand side of the store 
we have arranged a sporting goods 
department with guns, ammunition, 
fishing tackle, hunting clothing, 
skates, skiis, sleds, flashlights, air 
rifles, boy scout hatchets, basket ball, 
and baseball goods and kindred lines, 
This occupies four sections which 
are open. 


Below the ledge on this side of 


the store we have sixteen panel doors 
20 x 32 in. The panels under the 
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An example of efficient and attractive sampling. The samples of the various lines are displayed where all may see them and 
nothing is hidden from view. The firm says, “We sample ewerything we sell and we sell everything we sample” 


placed a composition board with a 
wood center to which samples are 
affixed. Our ledge is 36 in. from the 
floor and is 12 in. wide. Our shelv- 
ing extends 96 in. above the level 
of the floor but does not extend 
within 3 ft. of the ceiling. We use 
this space above for seasonable dis- 
plays of all kinds all the way around 
the store. We are changing these 
now, and are busy featuring spring 
goods. 

Before building the shelving we 
classified practically every item in 
the store and specified the goods that 
would go in each section. We made 
such a good job of this that we did 
not have a single inch of space left 
over when our sampling was done. It 
worked out right to the panel. This 
is an exceptionally good thing to do 
where the space is limited. 

Back of the panels we have our 


dise comes in we compare the cost 
with the ticket and if there is any 
change we make it immediately. Let 
me tell you it was a pleasure to take 
inventory this year and call off the 
latest cost on each item. Don’t you 
think we saved some time here? In 
addition to this we dump all goods 
from original boxes. In this way 
you can save a great deal of room. 
This is particularly true in the case 
of small items some of which we put 
three and four in a box which is par- 
titioned and key them with a drawer 
number such as. 35-35A-35B-35C. 
You can get so many more goods in 
a section with this method that you 
have empty shelves near the top on 
which you can place some of your 
surplus stock. 

On the right hand side of the 
store we have our tools and build- 
ers’ hardware followed by miscel- 


sporting goods are used to sample 
ammunition and we also carry ali of 
our metal preparations here. 

In the next four sections which 
are also open we carry our alumi- 
num ware and on the panels beneath 
we have sampled clothes lines, clean- 
ing brushes of all kinds, house letter 
boxes, twine, etc. 

From the aluminum ware depart- 
ment to the end of the store we have 
our paint department. This extends 
back 33 ft. and 7 ft. across the back 
giving us 40 ft. for this department. 
At the end of the paint section we 
have four panel doors 20 x 54 in, 
and on these we have sampled our 
paint and varnish brushes. These 
goods are kept in boxes in same way 
as is shelf hardware. 

In the center of the store we have 
a horse shoe of cases. The front 
case which has round ends is 8 ft. 











Foe ee SHES Beez ecemes 


=} 
tan 





a el 


HARDWARE AGE 














This illustration gives one an idea of the wide range of articles carried in the firm’s 
sporting goods department 


long. And then we have one 7 ft. 
and one 6 ft. case on each side. This 
gives us 13 ft. of show cases on each 
side and 8 ft. across the front a total 
of 34 ft. In the front case we have 
our pocket and kitchen cutlery, 
razors, scissors, shears, etc. On one 
side we have silverware, carvers, 
clocks and other miscellaneous goods 
‘and on the other side nickel plated 
copper ware, electric irons, toasters, 
mounted casseroles and some fishing 
tackle. 

There are two pillars in the store 
and these are boxed up square. On 
the front one we have sampled our 
razor strops and on the one in the 
rear are dog collars, leads, whips, 
harness, chains and miscellaneous 
other straps. 

Between the cases and the sides 
of the store we have seven specially 
built display tables 3 x 6 ft., 34 in. 
high, three of them pyramided with 
three tables in one. On these we 
have displayed glass cooking ware, 
enamel ware, iron ware, wash 
boards and boilers, small hardware 
and kitchen needs. One of these 
tables we use for showing seasonable 
goods and for the interior displays 
Which tie up with our window 
trims. 

Our counters are set far enough 
away from the ledge so that the cus- 
tomers are able to walk on both 
sides. We have no behind the coun- 
ter places in our store so that cus- 
tomers feel perfectly at ease no mat- 
ter where they are and they can in- 
spect the merchandise freely at close 
Tange. 

Our nails are kept in bins in the 
Counter on the same side with the 


tools. In the back room we keep our 
steel goods, wire woods, glass, putty, 
oils, galvanized ware, nails in kegs 
and surplus stock. In the basement 
we have roofing paper and such goods 
as are usually kept out of the way. 


Silver Gray Predominating Color 


The exterior of our store is painted 
a silver gray and the interior wood- 
work counters, and paper racks are 
finished in the same color. The side 
walls above the shelving or panels are 
flat, wall-finish gray while the steel 
ceiling flat, wall-finish white with 
one quart of white enamel to the gal- 
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lon. This gives a little sheen but 
not a glare. The panels to which the 
samples are fastened are painted 
with flat, wall-finish in a dark olive 
green. 

Our cash register, show cases, and 
display tables, in the center of the 
store, are all in oak finish. 

You would probably like to know 
something about the expense con- 
nected with my undertaking. Of 
course, you are not interested in 
steel girders and tearing out par- 
titions, cementing basements, elec- 
tric lighting, etc. These figures are 
for new fixtures purchased in addi- 
tion to what I already have. 
Rebuilding shelving 
Panel door frames, labor, and 

lumber 
Hardware for panel doors... 
Composition board for panels. 
2000 shelf boxes, plain lock 

corners and set in bottoms. 
14 gross pulls for shelf boxes. 
7 display tables and 1 fishing 
rod display rack 
1 8-ft. oval end show case and 

2 6-ft. straight cases..... § 
Paint and painting 
7 dividers and 14 pedestals 

for windows 
Incidentals 
*Labor affixing samples after 

learning how to do it.... 400.00 


* Affixing the samples is not an 
easy job although it looks easy. To 
make a clerk efficient to do this work 
he should be tutored at least two 
weeks with a good store engineer. 
He then should be able to finish the 
job with a less expensive man. Do 
not pick a cheap man to do this 


$150.00 


200.00 
28.00 














A view of the paint department which speaks for itself. Paint and 


varnish brushes 


are sampled on the panel doors in the background 
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work, but the best one who has a 
pretty good idea of store arrange- 
ment and departmentizing. 

The following fixtures we had in 
the old store and are used in addi- 
tion to the ones mentioned above: 


3 drawer cash registers, 

1 2'4-ft. cash register counter, 

1 514-ft. sporting goods counter, 

1 8-ft. paint counter, 1 8-ft. coun- 
ter used in back room,, 

1 12-ft. nail counter, 

1 bolt rack, 

1 glass table with drawers, 

1 glass rack, 

Dry color bins, 

Display table for galvanized ware, 

1 implement display rack, 

Numerous small show cases for 
razors, pocket knives, watches, etc., 

Safe, desk, filing cabinet, cos- 
tumer, chairs, and other .miscel- 
laneous office equipment. 

I am proud of the color scheme 
and I do not think it can be im- 
proved upon. I have had considerable 
favorable comment on it from dozens 
of people among them being a num- 
ber of experienced decorators. 


Effect on Sales 


I estimate that we make four sales 
to women where we formerly made 
one. I have kept no actual count, 
but I have discussed it a great many 
times with my salesmen and we 
agree unanimously that this is a 
very conservative figure.. 

This large increase in women’s 
trade has been one of the big sur- 
prises to me. Our gun business was 
away ahead of any other year and 
we cleaned up very well on hunting 
clothing which was a new line for 
us. Our ammunition business was 
just double that of a year ago. 

Our paint business from Septem- 
ber 1 to the end of the year was 
double any other year during this 
period. I am almost afraid to make 
these statements for fear that you 
will think I am stretching the truth, 
but I am not, and I expect to do 
more this year than ever before. 


Big Christmas Business 


Here are a few facts about the 
Christmas trade. 

We sold two dozen more 
seroles, a dozen 
more safety 
razors, and three 
times as much 
pocket cutlery 
than we ever had 
before at this sea- 
son. Aluminum 
ware, roasters, 


cas- 


glass cooking 
ware, electric 
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articles of like nature increased about 
one-third over previous seasons. 

The two Saturdays before Christ- 
mas were the largest days for cash 
sales that I have had in my eleven 
years in business and they exceeded 
all former records by several hundred 
dollars. 

On September 1 we were away be- 
hind 1920 in volume of sales. We 
are in a strictly factory town and 
you know how the factories have 
been running of late. Four months 
in our new store and we closed the 
year just $176.98 behind 1920 which 
was our banner year. And do not 
forget the fact that my prices have 
gone down with the market every 
time, and that I have taken big 
losses through shrinkage in values. 
We probably would have surpassed 
our record year of 1920 if we could 
have had the trade that we lost 
while moving. Although we never 
closed the stores, we had part of the 
stock in one store and part of it in 
another for a time. 


Trade Easily Handled 


The ease with which a merchant 
can take care of increased business 
in an up-to-date, modern store is sur- 
prising. With our present system 
we can handle at least 40 per cent 
more trade with the same number of 
employees. I will venture to say that 
one-half of the people have looked 
after their own needs by the time we 
get to them. 

The way our displays sell goods is 
phenomenal. We have plenty of 
people who come in to look around 
and they usually buy something be- 
fore they go out. I will cite just one 
instance. A customer brought his 
brother in to see the store a few days 
ago, and when I went to serve them 
they said that they were just look- 
ing. I finally noticed that the 
brother was interested in our dis- 
play of pliers. He finally bought two 
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pair. He said he had always wanted 
this type of plier but had never geen 
them. These types are carried jn 
most every hardware store, but are 
seldom in evidence. In his case to 
see them was to want them. We 
have similar experiences continually, 


Results and Advertising 


Every one in East Rochester is 
proud of my new store. I have been 
in it long enough so that it seems 
like home and the newness has worn 
off somewhat. People keep coming 
from miles around to see this store, 
and seem to take a real pride in it, 
The free advertising that I have had 


through remodeling cannot be esti- — 


mated. I believe I have had more 
real publicity since September 1 
than I have bought and paid for in 
eleven years and I am a steady ad- 
vertiser. People speak to me about 
it wherever I go and I have had 
merchants from different sections of 
the State come to see it. 

If you who are running old time 
stores could put yourself in my 
shoes you would not hesitate on this 
question one minute. The increased 
sales that are waiting for you will 
pay your expense in not to exceed 
two years and after that it’s velvet. 

The day of the old time hardware 
store is going. More stores are be- 
ing remodeled to-day than ever be- 
fore, and it will only be a matter 
of time when you will be forced to it. 
The sooner you join in the new era 
of “Hardware Merchandising” the 
better off you will be. So many of 
our hardware stores have been little 
more than junk shops in appearance 
that I will be mighty glad to see 
these stores put on a higher plane 
where they belong. 

General Goethals who built the 
Panama Canal once said: “Do not 
fear to attempt a thing just because 
it looks big. Nothing is hard if you 
know what you are doing. A big job 
is often simply made up of many 
little jobs. If you know how to mul- 
tiply one by ten you can multiply it 
by one hundred.” 

This applies as well to the re 
modeling of your hardware store as 
it does to the building of the Panama 
Canal, although it must be admitted 
that there is more than a slight dif- 
ference in the 
sizes of the un- 
dertakings. Re- 
modeling your 
store may appear 
to be a big job 
but when sub-di- 
vided into its 
parts it is far less 
difficult than one 








irons, carvers, 
clocks, and other 





Some of the up-to-date display fixtures used by the firm 


would think. 
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UST because there is no place in 
J a community where people can 
go fishing is no reason why the 
hardware store should not make 
some good sales on fishing tackle. 
At the recent convention of the Iowa 
Retail Hardware Association the 
question of handling fishing tackle 
came up for some little discussion. 
One merchant told how much busi- 
ness he had done in these lines dur- 
ing 1921 and how much more he was 
going to do this year because he was 
going to be ready for the business. 
When asked how he did so much 
business in this line, he replied that 
he was located near a popular lake 
and that the majority of the people 
who came there made purchases of 
tackle because they could not always 
get it at home. 


Pleasing the Customers 





Another merchant said that a 
year or so ago he began to think 
about the fishing tackle business, but 
in view of the fact that there was no 
fishing for several miles he decided 
not to put in a stock. One day, how- 
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Karly Displays Sell Sporting Goods 


Timely Featuring Essential in Selling This Line— 
Handling Fishing Tackle in a Town 
Where There Is No Fishing 


Devotees of baseball, tennis, fishing and other outdoor sports get many a suggestion to purchase supplies from this window 
of Robert Meers’ hardware store, Joliet, Il. 


ever, he entered into conversation 
with some of the men around town 
who were in the habit of going away 
each year for their vacation, and dis- 
covered that a large number of them 
went to the rivers or lakes for fish- 
ing and bought their outfits and sup- 
plies when they arrived there. 

The result was that this merchant 
put in a supply of tackle and dis- 
played it in his windows early. He 
found that the men who were plan- 
ning to go away for their vacations 
came around to look the line over 
and bought just what they needed to 
complete their outfits. They were 
glad to get the merchandise at home 
because they wanted to trade there. 
The majority of people will be glad 
to do the same thing if they know 
they can get what they need at the 
local hardware store. 

The department stores long ago 
realized that they would have to 
cater to every wish and whim of 
their customers, and they conse- 
quently feature light summery 
things in the middle of January for 
the people who are going to Florida. 










If they reasoned that it was too cold 
to show summer things in the north 
in the middle of the winter they 
would succeed in driving a lot of 
good profit tothe southern cities. 
The results in their cases have 
been most gratifying and there has 
been no let up in the practice of ca- 
tering to the trade that is leaving 
town and supplying their wants 
while they are away from home. 
That is exactly what the dry land 
hardware merchant should do in re- 
gard to fishing tackle. His cus- 
tomers take their sport away from 
home and a great majority of them 
go where water is available. Conse- 
quently they should leave home fully 
equipped with all the things they 
need for the trip. It is a saving to 
the customer to make his purchases 
at home, and it means additional 
profits for the hardware merchant. 


All Sporting Goods Included 


This applies to almost any other 
kind of sporting goods. All commu- 
nities do not indulge in the same 
kinds of recreation, but there are 
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always a number of people who go 
where their favorite kind of sport is 
to be had, and they usually prefer 
to go fully equipped. 

Of course the merchant who is not 
close to good fishing localities should 
not expect to carry the same stock 
he would carry were he located at 
a seaside or lake resort. But he 
should carry 2. sufficient assortment, 
based upon the requirements of the 
people who use tackle in his com- 
munity, to take care of their needs 
and keep that business at home. 
This Iowa merchant who started to 
sell to the vacationists found it very 
profitable, and was so pleased with 
his experiments that he intends ex- 
tending the line considerably. 

It is hard to-say just what 
makes people like to fish. The 
first few days of spring usually 
turns the majority of them into 
enthusiasts on the subject. In 
the school boy who gazes wistfully 
out of the window at the old willow 
and the creek, and in the man who 
sits behind a great mahogany desk 
there is to be found this kindred 
feeling for the sport of fishing. All 
classes of people are prospective cus- 
tomers for tackle of all kinds from 





Fishing tackle predominates in this corner of the store of the Warner Hardware Co., Minneapolis, Minn. 
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the cheapest pole to the most expen- 
sive reel. 

The hardware merchant who helps 
this kind of business grow does his 
community a decided favor. He not 
only profits by the sales but his cus- 
tomers profit in health and recre- 
ation to a greater degree than the 
merchant does in the matter of mar- 
gins. 


An Attractive Window Display 


The window of the Robert Meers 
hardware store at Joliet, Ill., was 
designed to attract all sport-loving 
people, The boys have their wagons, 
boxing gloves, bats and balls. The 
older ones find tennis rackets, regu- 
lar base ball goods, even to protec- 
tors, and the fisherman has every- 
thing from the “one for a penny” 
hook to a $30 reel. 

Mr. Meers stated that he can al- 
ways see business increase as soon 
as he puts in a sporting goods win- 
dow. It draws in new trade, and 
he believes in getting it before 
the public a little in advance 
of the season. The snow was hardly 
off the ground when the sporting 
goods were first shown to the pub- 
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lic. The first day of the display 
a fisherman, who had just begun to 
think about the short time before he 
could go fishing, stopped and looked 
at the window. In a few minutes he 
went into the store and bought the 
most expepsive reel displayed. 
Probably he won’t use it for some 
little time, but he knows within his 
own mind that he is all set for his 
vacation. Incidentally the merchant 
made a sale that might not have been 
closed had the window been put out 
when the season was at its height. 
Murphy Bros., Galesburg, IIl., have 
an attractive window which is shown 
herewith. There is everything in 
this window that the sport loving © 
man or boy could desire. The sign 
at the left calls attention to the Boy 
Scouts and asks to supply their 
needs. The scout business is great 
business to have. A youngster never 
forgets good merchandise or good 
service. It takes just a little bit less 
to make him a satisfied customer 
than the older people. Once he 
starts trading at your store he will 
continue because he has faith in you 
and your methods. Attention is also 


directed to pocket knives and to 
roller skates. This is a great time 


The man who desires 


to motorize his rowboat or canoe is also taken care of here, as can be seen by the motors displayed in front of the counter 





for roller skates and sales on them so 
far this season have been excellent. 


Interior Arrangement 


The inside display of these lines 
a8 carried by the Warner Hardware 
Co., Minneapolis, Minn., deserves 
special attention. The entire line of 
merchandise is out where it can be 
seen. The reels and spool lines are 
in the glass show case. The bottom 
of the case is used for a display of 
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tackle boxes, baskets and rods. Be- 
hind this case are the tennis rackets 
and base ball suits. To the right one 
finds all the baits and lines sampled. 
These samples are fastened to green 
silk plush and are arranged on con- 
venient sized panels which lift off 
the hooks so that the customer can 
take the display board in his hands 
and make a close inspection of the 
goods. Each article is numbered and 
priced so that it is an easy matter 





Fishing tackle 
occupies the 
place of honor 
in. this window 
of Murphy Bros., 
Galesburg, Ii, 
but it by no 
means overshad- 
ows the baseball 
and tennis goods 
which are also 
shown. Some- 
what close to- 
gether perhaps, 
but in this in- 
stance closeness 
adds to rather 
than detracts 
from the appeal 


to purchase 


to make a purchase. A sample board 
of this kind, providing care is taken 
in making it up, will show off the 
merchandise to advantage and in- 
crease sales possibilities. The hard- 
ware merchant who fails to supply 
his customers with the things they 
require for their sports will also find 
himself many times unable to sup- 
ply these same customers with other 
merchandise which is a necessary 
part of their daily existence. 


Tabulating the Popularity of Outdoor Sports 


Showing a Record of Your Customers’ Prefer- 
ences Attracts Interest to This Popular Line 


N the spring a man’s fancy lightly 
turns to thoughts of sports. And 
this being the case, the hardware 
store which -gets up the most attrac- 
tive window displays and sales stunts 
for its sporting goods department 
will get the jump on its competitors 
in the sales of sport goods this year. 
Plan now to get after the sporting 
goods proposition strongly this year. 
And here’s a stunt which will add to 
the attractiveness of your sporting 
g00ds window display and which will 
make men talk about your store, all 
with the result of boosting your sales 
of sport goods. 


Ask a hundred of your patrons 
what their favorite sports are. Then 
publish the tabulated resumé of the 
answers to these questions in some 
such form as this: 

“BASEBALL IS THE FAVORITE SPORT 
OF THE MAJORITY OF OUR MALE Cus- 
TOMERS. 

“Golf is the- next favorite sport 
among our customers. 

“We know because we have lately 
been asking our. customers about 
their favorite sports. Here’s the 
way an average crowd of 100 of our 
customers line up on the sport prop- 
osition: 


“Number saying baseball is their 
favorite sport—63. 

“Number saying golf is their fa- 
vorite sport—22. 

“Number saying fishing is their 
favorite sport—18.” 

The store might then enumerate 
the other answers and might call at- 
tention to the fact that it is equipped 
to supply the needs of all the sport 
lovers in the city. 

Men would be interested in this 
sort of a resumé and would talk about 
the data, and this would call atten- 
tion to the store and help the sales 
of sporting goods materially. 
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Fitting the Setting to the Merchandise 


Suitable Backgrounds an Aid in Tire and Accessory 
Displays—Suggestions for Making Decora- 


that one of his most important 
lessons concerns the unfailing 
value of a suitable background. It is 


3 ee student of stagecraft finds 


no less important for hardware 
merchants and their assistants to 
understand how a proper background 
contributes to the “punch” in a win- 
dow display. Motion picture pro- 
ducers spend thousands of dollars to 
take companies of actors to some par- 
ticular place where they can profit 
by a tropical scene, a picturesque 
mountain trail, or a street in a 
crowded city with just the right 
atmosphere. The background has a 
lot to do with putting in the “punch,” 
with getting the story across to the 
audience. So it is with the window 
background; it supplements the win- 
dow display proper and gives it char- 
acter. 

Three-fourths of the success of 
every tire display depends upon the 
skill with which the background is 
worked out, and this applies espe- 
cially to hardware stores. It is neces- 


tive Screens and Panels 


By G. A. SMITH 
Display Advertising Specialist 


sary to show the prospective cus- 
tomers something more than the 
merchandise itself. They must have 
brought to their minds some form of 
the service they are going to derive 
from the goods purchased. Some 
form of atmosphere must be injected 
into the display which will attract at- 
tention and provide a surrounding 
which will be in keeping with the 
goods on display. 

In this connection there is nothing 
more fitting than the use uf painted 
scenes showing an automobile driv- 
ing along a roadway or street; then 
there are artificial and natural flow- 
ers and plants that can be utilized in 
any number of ways to assist in 
creating an atmosphere that will at- 
tract attention to the goods on dis- 
play. 

The productiveness of the display 
will all depend on how you have com- 
bined the decorations and just what 
the combination presents in the way 
of an atmosphere. 

Tires shown in a plain window 


without decorations really do not 
mean much when compared with a 
high class, attractive display which 
succeeds in stopping the passersby. 


The Use of Screens 


I do not know of anything in the 
nature of inexpensive settings which 
serve to play a greater part in the 
improving of window backgrounds 
than panelled screens of the home- 
made type. While they are not new 
by any means there are an unlimited 
number of new treatments to which 
they may be adapted. 

First of all screens may either be 
obtained from fixture manufacturers 
who make a specialty of this work, or 
may be constructed by yourself with 
the aid of a carpenter. In either 
case, the first essential is to secure 
a screen which possesses a graceful 
structure and which does not look too 
set in appearance. The framework 
should be neutral in finish as it will 
probably be used with a variety of 
color schemes. Last and most impor- 
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tant of all you should see fhat the 
panels are removable. By this 
means you can change the appear- 
ance of your screens at a mo- 
ment’s notice so that they will not 
only present an entirely different ap- 
pearance, but will fit in with the 
merchandise shown and the season 
of the year as well. This can be ac- 
complished very easily through the 
use of a narrow rabbet or groove 
along the inside edge of the frame- 
work at the back. 
Construction of Panels 

The panels should be made of com- 
position board. This makes an ex- 
cellent basis over which to paint or 
attach any sort of covering you 
may desire to use. For example: a 
scene could be painted over the 
screens or you may treat them to sev- 
eral coats of plain,. colored, cold- 
water paint. Other finishes can be 
secured through the use of coverings 
consisting of wood-grain, marble, 
onyx, bark and various other imita- 
tion papers, which may be secured at 
a small cost. 

In addition to the above-mentioned 
surfaces there are plush, velour, felt, 
cotton-flannel, and other cheaper ma- 
terials which make excellent cover- 
ings to stretch over the faces of 
panels. 

When it comes to the construction 
and style of the screens, there is no 
limit to the number of treatments 
and designs to which they may be 
adapted. You can make them plain 
or ornamental. Where a plain type 
of screen is desired, all it requires 
is a plain wooden frame-work. The 
openings may be backed up with com- 
position board panels, or you may 
eliminate the composition board 
panels if you wish to lower the cost. 
A good substitute in this event can 
be secured simply by stretching ma- 
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Sia tires, the same number of tubes, three headlights, two horns, drapery and 
foliage are all the material used in this distinctive display 


terial of some kind across the back 
of each frame. 

Where more elaborate effects are 
desired, you may resort to various 
shapes of construction and decorative 
embellishments. 


Convenience of Screens 


Screens are among the most con- 
venient sort of a decorative setting 
that is possible to utilize in your 
show-windows. They may be in- 
stalled or removed in a few minutes’ 
time, can be changed in appearance 
very quickly and are especially 
adapted to displays of tires and their 
accessories. By refinishing and 
changing the make-up of the panels, 


















































Three panels, a vase and some foliage in this instance furnish an effective 
background for a tire or accessory display 


you will always have something new 
and ready for any emergency that 
may arise. 


Some Good Examples 


Some good examples of designs 
and treatment for screens and semi- 
screens are shown in the accompany- 
ing illustrations. These designs, you 
will notice, are quite out of the 
ordinary yet they are all simple to 
construct and are decidedly effective 
in appearance. 

The illustration on the opposite 
page depicts an effective yet inex- 
pensive setting for a display of tires 
and tubes. A paneled background 
of plain wallboard may be used or in 
the absence of this the back of the 
display window will suffice, provided, 
of course, that there is nothing upon 
it to detract from the value of the 
display. A plain easel made of or- 
dinary strips of wood stained or 
painted holds a tire casing. Inside 
of this is a circular showcard cut to 
fit the casing and bearing on its sur- 
face a legend something on the or- 
der of the one shown herewith. In 
the immediate foreground is another 
card bearing a slogan which calls at- 
tention to the quality of the tire dis- 
played. At each end of the window 
three tires have been pyramided and 
between these and the easel in the 
center are boxes of tubes across 
which the tubes themselves have 
been draped. Festoons of foliage 
joining the pyramids and the easel 
complete this attractive display. 
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A simple and inexpensive home-made background for an accessory display. 
Or any other kind of display for that matter 


The illustration at the top of the 
next page shows another effective 
arrangement which may be obtained 
by using tires, tubes, headlights and 
horns. The tire at the rear of this 
display is mounted on a support 
which holds it at a reasonable dis- 
tance from the floor. A sign, similar 
to the one used in the preceding dis- 
play, is fastened in the tire casing 
while some kind of soft decorative 
material is draped from this tire 
through two others which are 
mounted on supports which raise 


them above the level of the floor of 
the window. A headlight is placed 
inside each of these casings. Di- 
rectly between these tires are two 
others which have been placed 
against each other and which stand 
inside of a third. Under these is an- 
other headlight while horns are dis- 
played on each side. Tire tubes 
draped across the tire on the floor 
and a few sprigs of foliage complete 
the effect. 

The next sketch is a design for 
a three panel screen in which the 
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panels are left plain. The frame- 
work can be a dull black and the 
panels may be painted or covered in 
an apple green color. 

An additional touch of color is 
secured through the use of an urn or 
vase filled with seasonable flowers 
and ferns, either natural or artificial. 

Some dealers, however, desire to 
have their decoration on a more 
elaborate scale, and for their benefit 
we are showing a semi-panel screen 
which appears on this page. 

The three panels are made from 
wallboard with a framework attached 
to the back to hold them in shape. 
The center panel is 4 ft. wide while 
the end panels are 2 ft. The open- 
ings in between are backed up with 
strips of wallboard decorated as 
shown, black, gold and tan being the 
color scheme throughout. 

Suspended from the top of the 
center panel by means of two wooden 
strips, is a wallboard plaque with an 
appropriate scene upon it. A few 
sprays of foliage and flowers are ar- 
ranged between the panels as sug- 
gested. Three plateaux <made by 
attaching wallboard to a framework, 
made from %-in. lumber or boards 
from packing cases, may be covered 
or painted to correspond with the 
rest of the display. This is a corking 
good setting and costs very little. 


Making Baby Your Salesman in the Family 


HARDWARE dealer in Clamath 
Falls, California, is using a 
good-will idea that incidentally ad- 
vertises the line of silverware he car- 
ries. Many a manufacturer could 
turn the thought into a dealer help. 
He watches the vital statistics of 
his town, and to the mother of every 
new baby that arrives he sends by 
mail a silver plated baby spoon of 
good quality. 

The Sacramento jobber, through 
whom the dealer buys his silverware, 
heard of the plan and was so inter- 
ested that he wrote to the manufac- 
turers requesting them to co-operate 
with him in putting through the idea 
in a large way. Accordingly the 
manufacturers designed for him an 
attractive postcard, bearing on one 
side suitable illustration and a verse, 
and on the other side the following: 
“Dear Madam: 

“Please accept our sincerest con- 
gratulations on the happiness that 
has come to you with the arrival of 
your little one. 

“As a small token of our interest, 


By RoBert E. KERBY 


we are sending you by mail to-day a 
gift in silverware which we are sure 
Baby will appreciate later. 

“We carry a full line of this beau- 
tiful silverware and hope that some 


time in the future you may be in- 
clined to call on us and inspect our 
assortment. 
“Yours very truly,” 
—Advertising & Selling. 


Effective 16, Elsetrie Light Display 


Here is a display rack which is de- in the illustration to set off a display 
signed to show electric light bulbs to of electrical goods to advantage. 
advantage and 





which is easy to 
build and main- 
tain. All that is 
needed are three 
sections of gas 
pipe and two el- 
bows. These are 
fitted together in 
the manner shown 
in the  illustra- 
tion, the upper 
pipe being bored 
and threaded for 
the electric light 
sockets. The wir- 
ing leads through 
the pipe to the 
various sockets. 














This stand can 





be used as shown Home-made stand for electric light bulbs 
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Pushing Profits with Perambulators 





Profits May 
Be Made and 
Other Lines 
Sold by Firms 
Handling 
Baby 


Carriages 

















S. A. Griswold 
Co., Branford, 
Conn., Proves 
This by Means 
of Exceptional 
Record 
of Sales 











E mortals are insufferably 
W proud of our inventions and 
achievements. We take an 
unwarrantable pride in our civiliza- 
tion and flatter ourselves that it is 
the result of conscientious greatness 
inherent in the race. Take baby 
carriages, for instance. They repre- 
sent an achievement, a solution to 
the ancient problem of transporting 
babies with the maximum comfort 
and the minimum effort. And as it 
is with baby carriages, so it is with 
all other inventionsand achievements. 
One and all they are the result of a 
desire to attain the greatest degree 
of comfort with the least effort. 
And yet, of course, there are ex- 
ceptions. As an example L. G. 
Hamilton, manager of the S. A. Gris- 
wold Co., Branford, Conn, is one who 
believes that maximum comfort is 
only obtainablethroughthe maximum 
expenditure of effort. Theway he sells 
baby carriages and hardware illus- 
trates the point. Branford is a town 
with a population of approximately 
6000. In the summer this popula- 
tion is materially increased by sum- 
mer visitors. The Griswold Co. sells 
possibly a dozen or more baby car- 
riages a year. But that is not the 
important thing. 


Lead to Other Sales 


Women buy baby carriages, and 
a store that has perambulators for 
sale naturally has other things that 
women need. Baby carriages, dis- 
played as they are in the accompany- 
ing photograph, attract the interest 
of women. When a prospective cus- 
tomer for a baby carriage goes to 
the Griswold store she is not only 
shown a number of different car- 


This window display of the 8S. A. Griswold Co. sold baby curriages and led to 


sales of other items 


riages, but she is also shown the re- 
ceiving and repair department where 
every article of merchandise received 
is inspected and tested, oiled and 
polished so that it is in excellent 
condition when it leaves the store. 





Years ago when babies traveled 
They were very often raveled 
In a complicated bundle made of 
crazy colored quilts. 
When the Indians used a board 
And a bit of leather cord, 
Kangaroos were always carried in 
their mama’s baggy kilts, 
For there were no crazy quilts, 
Only soft and baggy kilts, 
Understand? 


But since then the styles have 
changed, 
And the matter’s now arranged 
To the mutual satisfaction of the 
progeny and parent. 


Once the modern hardware store 
Put the sign upon its door 
Free perambulator parking space be- 


came a right inherent, 
Yes, became the right inherent 
Of every shopping parent 
In the land. 
—C. D. 











That does more than anything else 
to inspire confidence, and it also en- 
ables the salesman to suggest and 
introduce other articles with appro- 
priate ease. 

The sale of a baby carriage should 
ordinarily lead to innumerable other 
sales, especially in a hardware store 
that stocks this line. As the child 
for whom the carriage was pur- 
chased grows up, toys and sporting 
goods, tools and radio equipment will 
all be matters of great importance 
in his life, or if it is a girl there are 
always dolls, girl scouts’ equipment 
and many sporting goods items that 
will interest her. 

Moreover, a baby brings ad+ 
ditional cares and work to a woman. 


Between the baby and her house- 
work she enjoys very little time to 
herself. It should, therefore, be a 
rather simple matter to convince her 
that economy in time and labor is 
only possible through the use of a 
vacuum cleaner, an electric iron, a 
washing machine and various other 
household appliances which many 
merchants sell to-day on what is 
known as the club plan, which, trans- 
lated, simply means the partial pay- 
ment or instalment system of credit 
extensions. 

The Griswold window shows what 
can be done in the way of displaying 
baby carriages. It will be noticed 
that the floor of the window is 
covered with pebbles, and that a 
stiff sheet of roofing paper has been 
laid in the certter of the window as 
an imitation concrete walk, upon 
which the cardboard figure of a 
woman is standing, leaning toward 
one of the baby carriages from 
which a cardboard baby faces the 
street. In the background of the 
window bamboo porch screens are 
suspended. Everything in the win- 
dow has been taken from stock. 
Dealers whose window space is 
smaller than the one shown can 
arrange a display fully as attractive 
as this one. One baby carriage in 
the center of the window, a small 
one if necessary, with a woman in 
cardboard pushing it, will perhaps 
be even more effective. 

That there are merchandising pos- 
sibilities in baby carriages, es- 
pecially for the merchants who are 
located in the smaller sized towns is 
at once apparent. But if you doubt 
it, ask your neighbor at the next 
convention. 
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= Verified Radio Directory 


JY ARDWwARE AGE presents a verified list of 
radio equipment properly classified. A -ques- 
tionnaire was sent out to those and many other 
firms so that the information for the list would. be 
authentic. The name given in parentheses is the 
trade or brand name found on the company’s 
products. Correspondence with these firms will 
unquestionably secure literature and prices on the 


This is one of the 
greatest ocrazes the 
country has ever 


equipment that interests you. Keep this issue If 
handy for reference purposes. 


you are inter- 
ested in radio, look 
over these pages 


A supplementary 


seen list will be published in the near future. 





Complete Radio Receiving Sets. 


Acme Apparatus Co., 190 Massachusetts Ave., Cam- 
bridge, Mass. (Acme) 

Adams-Morgan Co., Upper Station, Montclair, N. J. 
(Paragon) 

American Pattern Fdry. & Mch. Co., 62 Church St., 
New York (Ampco) 

American Radio & Research Co., Medford-Hillside, 
Mass. (Amrad) 

Andrea, Frank A. D., 1882 Jerome Ave., New York 
(Fada) 

Beacon Radio & Elec. Co., 246 Greenwich St., New 
York (Beacon) 

Clapp-Eastham Co., 161 Main St., Cambridge, Mass. 
(Clapp-Eastham) 

Corwin, A: H., & Co., 4 West Park St., Newark, N. J. 
(Radisco) 

Crosley Mfg. Co., Blue Rock & B. O. Ry., Cincinnati, 
Ohio (Crosley) 

Empire Radio Equip. Co., 271 West 125th St., New 
York (Empire) 

Everett Elec. Corp., 320 Broadway, New York (Everett- 
Splitdorf) 

Freed-Eisemann Radio Corp., 255 Fourth Ave., New 
York (Marvel & Resounda) 

Hatfield Elec. Co., Indianapolis, Ind. (Hatfield) 

Hofistra Radio Co., 600 West 127th St., New York City 
(Hofistra) 

Jackson Battery Co., 1124 Jackson Blvd., Chicago 
(Jaxon) 

Jewett Mfg. Co., Inc., Newark, N. J. (ABC) 

Jones Radio Co., 384 Monroe St., Brooklyn, N. Y. 
(Jones Radio) 

Kennedy, Colin B., Co., Inc., Rialto Bldg., San Fran- 
cisco, Cal. (Kennedy) 

Marshall-Gerken Co., Toledo, Ohio (M G) 

National Motor Accessories Corp, 235 Broadway, New 
York (Naco) 

Newman-Stern Co., Cleveland, Ohio (Newman-Stern, 
T Eagle & NAA) 

Precision Equip. Co., Inc., Peebles Corner, Cincinnati, 
Ohio (Aco) 

Radio Corp. of America, 233 Broadway, New York (Ex- 
elusive selling agents for Westinghouse & General 
Electric) 

Raymond Engineering Corp., 309 Lafayette St., New 
York (Raymond) 

Radio Elec. Mfg. Co., 47 Warren St., New York 
(Remco) 

Simplex Radio Co., 1013 Ridge Ave., Phila. (Simplex) 

Tresco, Davenport, Iowa (Tresco) 

Tuska, C. D., Co., 268. High St., Hartford, Conn. 
(Tuska) 

Wireless Specialty Apparatus Co., Boston, Mass. 


Radio Batteries (A & B). 


Burgess Battery Co., Madison, Wis. (Burgess) 
Edison Storage Battery Co., Orange, N. J. (Edison) 
reer “ve Battery Co., 30 East 42d St., New York 
u 
Jackson Battery Co., 1124 Jackson Blvd., Chicago 
(Jaxon) 


Marko Storage Battery Co., 1402 Atlantic Ave., Brook- 
lyn, N. Y. (Marko) 

National Carbon Co., Long Island City, N. Y. 
(Eveready) 

Novo Mfg. Co., 424 West 33d St., New York (Novo) 

Prest-O-Lite Co., Inc, 80 East 42d St., New York 
(Prest-O-Lite) 


Williard Storage Battery Co., Cleveland, Ohio (Wil: 
liard) 


Parts for Assembling Radio Sets. 


*Indicates that plans are also sold or furnished. 

*Adams-Morgan Co., Upper Station, Montclair, N. J. 
(Paragon) 

*American Electro Tech. Appliance Co., 285 Fulton St., 
New York (Aetco) 

*American Radio & Research Co., Medford-Hillside, 
Mass. (Amrad) 

mer A. D., Co., 1882 Jerome Ave., New York 

ada 
*Beacon none & Elec. Co., 246 Greenwich St., New York 
con 

*Burgess Battery Co., Madison, Wis. (Burgess) 

Clapp-Eastham Co., 161 Main St., Cambridge, Mass. 
(Clapp-Eastham) 

— Co. of America, Bloomfield, N. J. (Conden- 
site 

*Corwin, A. H., & Co., 4 West Park St., Newark, N. J. 
(Radisco) 

*Crosley Mfg. Co., Blue Rock & B. O. Ry., Cincinnati, 
Ohio (Crosley) 

*Empire Radio Equip. Co., 271 West 125th St., New 
York (Empire) 

Everett Elec. Corp., 320 Broadway, New York 
(Everett-Splitdorf) 

Freed-Eisemann Radio Corp., 255 Fourth Ave., New 
York (Marvel & Resounda) : 

lever wesersine Co., 88-N Park Pl., New York 


*Hau Elec. Co., 115 Third St., Dayton, Ohio (Hau) 

*Hatfield Elec. Co., Indianapolis, Ind. (Hatfield) 

Manhattan Elec. Supply Co., Inc., 17 Park Pl., New 
York (Manhattan & Mesco) 

*National Motor Accessories Corp., 283 Broadway, New 
York (Naco) 

*Newman-Stern Co., Cleveland, Ohio (Newman-Stern, 
T Eagle & NAA) 

*Pitts Co., Inc., F. D., 12 Park Square, New York 
(Pittsco) ; 

Precision rae . Co., Inc., Peebles Corner, Cincinnati, 
Ohio (ACO 

*Ship Owners Radio Service, Inc., 80 Washington St., 

ew York (Soraninc) 

*Radio Corp. of America, 233 Broadway, New York 
(General Electric) 

Simplex Radio Co., 1013 Ridge Ave., Phila. (Simplex) 

Based & Patterson, 29 Warren St., New York (De 

eau 

*Tresco, Davenport, Iowa (Tresco) 

Weston Elec. Instrument Co., 27 Weston Ave., New- 
ark, N. J. (Weston) 

Wireless Speci. Apparatus Co., Boston, Mass. 

(Continued on page 91) 
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Keep Away From Arguments in Selling 


Hardware 


Lack of Harmony with Customers Is Bound 
to Reduce Sales—Suggestions for 


OME salesmen in their endeavor 
S to better their sales ability, 

leave no stone unturned when it 
comes to making preparations to- 
ward self-improvement. Others, who 
do not give the profession of sales- 
manship as serious thought, contend 
that the experience gained by their 
own unaided efforts will suffice to 
pull them through. 

The first type is ever on the alert 
and is always ready to read, study 
and absorb knowledge from every 
quarter. The other takes things as 
they come and says, “Oh, what’s the 
use?” The ambitious salesman 
knows times and conditions are ever 
changing, and realizes that he must 
adapt himself to conditions. as they 
arise. Some salesmen attend schools 
—for improving their grammar and 
form of speech, the two main essen- 
tials in talking to a prospect. In a 
very interesting book on conversa- 
tion entitled, “Talks on Talking,” 
Glenville Kleiser states: 


Appalling Word Wastage 


“The annual waste of words in 
this country is appalling. The 
amount of time and energy spent in 
useless talking is incalculable. Men 
and women usually are word spend- 
thrifts. Seldom do you hear 
thoughts expressed in clear and con- 
cise language. Words are poured 
forth with prodigality in social in- 
tercourse, court room, pulpit, com- 
mittee meeting, business conference, 
salesmanship, at public dinners and 
other functions. It is a talking age.” 

When you are talking to a pros- 
pect allow a thorough knowledge of 
your business to express itself in 
your conversstion. Use words fitting 
the subject, but do not be too tech- 
nical. Remember that the customer is 
perhaps not as well versed as you and 
does not wish to be made feel that 
you are airing your superior knowl- 
edge at his expense. In other words, 
be human and adapt yourself to cir- 
cumstances. Don’t get the reputa- 
tion of being overly smart. Be just 
smart enough to ingratiate yourself 


the Ambitious Salesman 


By B. J. MUNCHWEILER 


with the prospect and land the order. 
Make friends. 


Digesting the Day’s Work 


After the rush of a busy day is 
over it will pay you to think over 
various incidents as they occurred, 
as by so doing you can get an in- 
sight into your own short-comings 





Quiz for Hardware Salesmen 


Q. What quality makes friends and 
customers? 

A. Sincerity; it is all powerful in 
its conception and effect. 

Q. What separates the honest from 
dishonest in salesmanship? 

. Insincerity; it is a step re- 
moved from dishonesty. 

Q. What quality is beneficial to 
every salesman? 

A. Frankness and an open mind, 
showing the salesman is open for 
suggestion and willing to learn. 

Q. What systematic training makes 
a perfect salesman? : 

A. Mind, body and brain exercise. 











and lay plans to correct them. A 
series of good questions to ask your- 
self are as follows: 

Did I try my best to sell every 
customer who entered the store to- 
day? 

Did I sell each customer goods to 
the limit of his buying power? 

Did I succeed in placing goods of 
worth and value in their possession? 

Did the goods I sold to each cus- 
tomer pave the way to future busi- 
ness? 

Did I approach each customer in 
a businesslike manner? 

Am I sure every person left the 
store with a good impression as to 
my service or willingness to oblige? 

‘Did I argue with any callers? 

Do I recall being discourteous to 
any caller and did I notice if any- 
thing was remiss on this important 
point? 

Did I show the goods people asked 
for? 

Did I succeed in selling any short 
lots or broken assortments this busy 
day? = nah 

What method, if any, did I use to 
keep track of goods sold out today? 


Did I speak well of my competitors 
and keep in mind that every knock 
is a boost? 

Did I dwell on the strong points 
of the wares, and what method did 
I use to bring out the main selling 
points? 

Was I at any time “stumped” at 
the query of a caller and what 
method will I use to post myself for 
future contingencies? 

Do I fully realize every person 
that entered the store this day was a 
help to the business? 

Did I say “Thank you” every time 
I took a patron’s money? 

But sometimes your reasons can- 
not be arranged in this orderly 
fashion to create interest and de- 
sire. The prospect may stop with 
an objection. Then your reasons 
are employed in quite a different 
way, as arguments, and in stating 
them you have to observe certain 
rules which make argument most ef- 
fective. 


Avoid Arguments 


Argument by its very nature im- 
plies a combat. You are trying to 
remove one set of ideas from the 
prospect’s head and slip in another 
set in their place. You are fighting 
against his lack of conviction and 
his reluctance to pay you his hard- 
earned money. 

Now the consciousness of an- 
tagonism is exactly the one of all 
others which you are least desirous 
of creating. Your two minds can 
never harmonize while you are fight- 
ing; and even if you win every point 
in the debate, it is not as if the de- 
cision could be given by an impar- 
tial judge, for the prospect in his 
heat retains the same opinion still. 
He may concede the superiority of 
your wits, but, just the same, his 
purse is his own, and he will not ac- 
cept your goods. 


The Reznor Mfg. Co., Mercer, Pa., 


‘makers of the Reznor gas heaters, is 


now operating its plant to full capa- 
city for the first time in some months. 
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NE of the greatest taxes on business to- 
day is the tax of carelessness. It is an 
indirect tax, levied by the business man 


himself, but paid by all the people of his commu-- 


nity. Once the tax is levied there is no evading 
payment. 

To begin with, each individual business is 
taxed in accordance with the carelessness of 
those who manage it. Whenever the toll of care- 
lessness becomes excessive, the business fails. 
Meanwhile the community is taxed in proportion 
.to the number of careless business men it har- 
bors. 

There are many types of taxable carelessness 
and some are to be found in every community. 
First, there is carelessness in buying examplified 
by the merchant who pays too much for his mer- 
chandise, or who is continually under or over- 
stocked. He pays a carelessness tax on money 
tied up in excess goods, and another on sales lost 
through lack of needed merchandise. The com- 
munity also is taxed in two ways: one on higher 
costs of goods and another on money sent out 
of town for merchandise not carried in the local 


stores. 

Then there is the business man who is care- 
less in regard to granting credit. That care- 
lessness costs him money in the form of bad ac- 
counts. At the same time his community pays tax 
on his carelessness, which of necessity increases 
his overhead expense and boosts his selling prices. 

Again there is the business man who is care- 
less in his treatment of customers. Without 
doubt that carelessness loses for him both money 
and friends. It drives trade out of the commu- 


nity and the community is taxed in proportion to 
the amount of money diverted to other districts. 

Another type of business man is careless with 
regard to his window displays and his advertis- 
ing. He fails to show his merchandise, or to 
He is taxed on unused 


tell the public about it. 





EDITORIAL COMMENT 


The Carelessness Tax Must Go! 





or poorly used display space and on goods car- 
ried over. In that tax the public inevitably 
shares. 

Probably the worst offender is the business 
man who is careless in his treatment of his em- 
ployees. He pays taxes on their lack of knowl- 
edge, of interest and of selling ability. It is a 
just tax and one he richly deserves to pay. His 
community, however, is unjustly taxed for his 
carelessness because inefficient men are always 
a tax on a community. 

While the individual merchant and the com- 
munity as a whole pay tax on a business man’s 
carelessness, the greater burden falls upon his 
fellow merchants. In practically every commu- 
nity the indirect tax on business due to individ- 
ual carelessness of business men is as great as 
the income tax. The fact that it is an indirect 
tax does not make it any less real or less easy 
to pay. 

There is but one practical method for cutting 
down the carelessness tax, and it is one of edu- 
cation and co-operation. Treatment consists of 
heart-to-heart talks leading up to local business 
associations. A local association properly con- 
ducted can minimize the business carelessness 
tax of any community. It requires thought, ef- 
fort, patience, tact and system, but it means both 
individual and community betterment. Careful 
investigation will in all probability reveal some 
expensive form of carelessness in practically 
every business in the community. 

But the establishment of guilt is only the 
starter. The cure is the real problem. It is a 
problem that business men of every community 
must solve if merchandising in its present form 
is to survive. 

Business is burdened with plenty of taxes to 
be paid in the direct way. There is no room for 
additional needless indirect assessments. The 
carelessness tax must go. 
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The Friendly Road 


MBITION is the spark, energy the gasoline, 
A truth the headlight, determination the 

bumper, and friendliness the running 
board of the successful business roadster. It is 
equipped with the emergency brakes of good 
credit and the steering wheel of practical sys- 
tem. Its license number is 4-11-44. Needless to 
say, it is a self starter. 


* * * 


—though not always voluntarily—retired. 


- The man who is easily tired is apt to be wT) 


* * * 


The careless business man never has any 
trouble meeting his expenses. He meets them 


everywhere. 
* % * 


One of the outstanding differences between 
men who get on in the world and the men who 
stand still is the fact that the first have learned 
to think for themselves while the latter have most 
of their thinking done for them.—Two Bits. 


* * * 


This little poem, “Be a Self-Starter,” by 
Arthur G. Skeeles, embodies the right idea: 


Be a self-starter! Let other men wait 
Until the boss tells them to go; 
But you be the worker who sets his own 
gait. 
If you wait on the crowd you'll be slow. 
Don’t wait for the boss! Be a man in the 
lead! 
The followers land on the shelves. 
In shop and in office, the men that we need 
Are fellows who think for themselves. 


* * * 


Some one has said that if the present rate of 
automobile production continues there will soon 
be but two classes of pedestrians left—the quick 
and the dead. 


% *% * 


Prosperity has a way of walking hand in hand 
with men and concerns who serve well. 
* * * 


One achievement leads to another accomplish- 
ment, one failure results in another half try, so 
you can see how important it is to stick to the 


thing you are trying to do until you do it. , 
Tenacity is the thing that tells whether you are, 


on your way up or on your way out.—The Silent 


Partner. 
* * * 


“ We have our doubts about the man who says 


of prohibition, “I don’t care anything about 
liquor myself, it’s nothing to me, but I just don’t 


|_+—like the principle of the thing.” 


Ain 0 


“he is nervous. 


And while we are on the subject of helping 
people, how many employers have considered the 
fact that one of the best ways of increasing 
morale is to play the game fair with those under 
them? If an employee knows that his boss 
stands behind him and will back him up he will 
work ten times harder and his increased efforts 
will show in the increase of business for the 


firm. 
* * * 


The so-called poker face is a dead give away 
that the fellow behind it has something to hide. 


* * * 


Morality is largely a matter of geography. 


* * * 


Responsibility is the test of greatness. It 
makes some men slaves, others masters, and 
other men tyrants. 

* * % 

Success and Failure both nourish the cancer 

of Worry. 


* % * 


The man who continually advertises his 
patriotism and manhood usually lacks both. 


* a * 
Swaggering is the cloak of fear. 
* * * 


The discouraging part ofhrine to help some 
folks to better themselvéS is that they won’t 
collaborate with you in trying to help themselves. 
They want you to hand them the world on a 
silver platter.—Drug Topics. 

* * * 

Because a man is always seen with his wife is 
not a true test of their mutual devotion—remem- 
ber’the Siamese twins. 

*% * * 


Laugh and the world laughs with you—cry and 


{ the world laughs at you. 


* * * 
The man who whistles is not fond of music— 


* * * 


An old bromide concerns the mother who 
would rather her son be a thief than a liar. Why 
sheuldn’t she; it is more profitable. 

* * * 

There’s much talk about a burglars union or 
social club—we would recommend the policeman’s 
club. 

* * *% 

And what did you think of Washington, D. C.? 

Capital city! Capital city! 

He woke up in the hospital. 


* * * 


oe 


The average man who measures another’s 
ork carefully is not precise but fussy. 
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Twenty-Nine Years in Association Work 


Veteran in the Field of Association Work Reviews 
Early Days of Organizations in 


writer began to take an active in- 

terest in hardware association 
work by getting some information as to 
who in the country had been active in 
association matters, and by correspond- 
ence found that many hardware mer- 
chants had derived good from such as- 
sociations. We prepared a paper for 
signatures and went to Dock Square 
where we called upon M. C. Warren, 
J. W. Vinal, and Burditt & Williams 
asking their opinion as to the neces- 
sity of organization. They thought 
well of it and signed the paper. Af- 
terwards I saw each principal retail 
hardware man then in business and 
on March 15, 1893, we organized the 
Massachusetts Hardware Dealers’ As- 
sociation, the first state hardware as- 
sociation in the country. Ohio has 
claimed this honor, but the writer dis- 
proved that claim at the National Re- 
tail Association, at Milwaukee, in 1909 
and at Denver in 1910. 

It was my opinion then, and it has 
not changed since, that ge took the 
right course at that tinny allow- 
ing jobbers to come in with™®s. For 
some years, from sixty to seventy-five 
hardware men gathered monthly at 
the United States Hotel, had dinner, 
learned many things of wisdom and 
wit from distinguished men in all 
walks of life and, better than all, got 
to know each other. We also dis- 
cussed together such things as credits, 
salesmanship, stocks, vacations, ab- 
sences by clerks, heating systems, com- 
petition, new lines, taxation problems, 
advertising, etc. 


fy wri in the spring of 1893, the 


A Strictly Retail Association 


Somewhat later, the jobbers having 
formed an association it was deemed 
advisable to make a change to a 
strictly retail organization, with one 
principal meeting in each year. Since 
that time we have followed this cus- 
tom, which is the plan adopted by 
nearly all state associations through- 
out the country. We also decided to 
meet in different parts of New Eng- 
land, the general ‘plan as originally 
suggested being that every other year 
we should meet in Boston. Our first 
Place of meeting on this plan was at 
Springfield, in March 1909, at which 
time we held our first large New Eng- 
land exhibit. It is true at the time of 
the joint meeting of the National and 
New England Associations in 1907, we 
had a large exhibit at the American 
House in Boston which was success- 


the New England States 


By D. FLETCHER BARBER 


ful. It was mainly for hardware men 
and no attempt was made to secure 
an attendance on the part of the pub- 
lic, until the energetic Springfield 
committee so successfully carried out 
this feature, that the exhibitors de- 

















D. Fletcher Barber 


clared this to be a very satisfactory 
arrangement. 
Our conventions and exhibitions at 


the Mechanics’ Building, Boston, have 
been growing year by year in every 


way. Manufacturers and jobbers have 


found that our dealers have been more 
interested each year in our exhibits, 
and purchases by them are admitted by 
exhibitors to be generally satisfactory. 
We have not tried to force buying, as 
most manufacturers and jobbers state 


they do not believe that to be good 
policy, as a dealer who saves up his 
orders and crowds them in at a con- 
vention in order to draw a prize is do- 








[Eprror’s Norm: As a member of 
the firm of Chandler & Barber, Bos- 
ton, Mass., as past president of both 
the National Retail Hardware Asso- 
ciation and of the New England 
Hardware Dealers’ Association, Mr. 
Barber is eminently qualified to write 
on the history of the New England 
association, and to tell how it has 
influenced business and men. Mr. 
Barber’s article is a notable contri- 
bution to the histofy and develop- 
ment of the hardware association as 
a business factor.] 








ing himself, and especially his custom- 
ers, a real injustice. It is increasingly 
apparent that in dull times the dealer 
who buys frequently and gets the most 
turnovers on his stock is the most 
prosperous. 


Interesting the Layman 


Our association at the beginning 
planned and invited by tickets, trade 
and vocational schools, manual train- 
ing schools of the higher grades, and 
of the lower grades when accompanied 
by teachers. We also invited me- 
chanics of the larger industries, ar- 
chitects, builders, and in fact, any and 
all of the interested public. The press 
of Boston generally recognizes the 
fact, that our exhibits are of educa- 
tional value and that many new things 
are shown, that experts and practi- 
cal men are at these exhibits, and are 
ready and anxious to demonstrate the 
good qualities of each article. We 
charge no fee, consequently the news- 
papers have been liberal in giving us 
space. Years ago the Massachusetts 
Charitable Mechanics’ Association, 
which owns and operates the Mechan- 
ics’ Building, used to conduct what 
was known as the Mechanics’ Fair, but 
since they gave up holding these, ours 
is the only big exhibit showing the 
products the manufacturers of hard- 
ware and tools, of New England 
especially but of course to all reputa- 
ble manufacturers and jobbers who 
apply early. 

Our meetings in the United States 
Hotel in the early days, when from 
fifty to seventy-five retailers and job- 
bers met and dined and discussed prob- 
lems in which each was vitally inter- 
ested, have never, in my judgment, 
been equalled for developing a friendly 
feeling and good fellowship and for 
the discussion of policies, which with- 
out this fraternal feeling would have 
led to friction. Certainly in this re- 
spect the early days were better than 
the later ones. 


Notable Guests Present 


Occasionally we had as our guests 
men like the Hon. J. B. Sargent, and 
Charles E. Adams of Sargent & Co. 
Mr. Sargent spoke twice before our 
members and Mr. Adams many times. 
A. W. Parmalee formerly of Sargent, 
and later of the Wire Goods Co., was 
another. C. H. Parsons, and A. W. 
Parker of P. & F. Corbin,. C. Hoyt 
Pease of the Stanley Works, Webster 
R. Walkely of the Peck, Stow & Wil- 
cox Co., Edgar H. Rice of the Wal- 
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worth Mfg. Co., M. J. Woodrough of 
Russell & Erwin. Mfg. Co., Leroy S. 
Starret of Athol and others. Our 
jobbing friends were a part of us, 
spoke frequently and often served on 
our committees. The more active ones 
were Samuel A. Bigelow of Bigelow & 
Dowse, Messrs. Baldwin & Robbins, 
and Austin H. Decatur of that firm, 
Albert M. Wiley, E. Loring Richards, 
and at the first of our meetings the 
veteran James N. Frye all of Frye, 
Phipps & Co., E. H. Mansfield and 
George J. Mulhall of Woodrough, 
Mansfield & Co., John D. Morton of 
Carpenter & Morton, H. C. Ordway of 
Butts & Ordway, and many others. 


Trade Press Represented 


Then members of the trade press ° 


were with us frequently in the persons 
of R. R. Williams, Walter and Chaun- 
cey English of HARDWARE AGE and 
John Nelson of the Iron Age. J. H. 
Kennedy, D. F. Mallett and John H. 
Manson of the Hardware Dealers 
Magazine, M. L. Corey and Mr. Towne 
of the National Bulletin and others, 
are also recalled. 

Then we had such political speakers 
as Lieutenant-Governors Wolcott, 
Luce and Frothingham; Governors 
Guild, Bates, Foss and Long; Speaker 
Barrett and other legislators includ- 
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ing Representative Washburn, while 
our own secretary, C. L. Underhill, was 
a representative in our Massachusetts 
House of Representatives for many 
years. We are glad to know he is now 
making his mark in Congress. May- 
ors Hart, Fitzgerald and Curley, Rep- 
resentative Powers and other distin- 
guished people such as Julia Ward 
Howe, Mrs. Katherine Lente Steven- 
son, Mrs. Ames, the Rev. Dr. Berkley, 
the Rev. Dr. O. P. Gifford, the Rev. Dr. 
Davis, the Rev. Dr. Lyons, Mr. Freelon 
O. Stanley, Col. A. A. Pope, Pierre 
Humbert, the mining engineer; Major 
Frye, Sefor Fuerentes of Cuba and 
many others. 


Excellent Banquets 


Most of our meetings were held in 
the old banquet room on the South 
Street side of the United States Ho- 
tel, but we have met at Nantasket, 
Mass., Newport, R. I., Springfield, 
Mass., and Hartford, Conn. Our sum- 
mer outings have already been events 
to look forward to and the pleasant 
and happy memories of the good times 
we have had cling to us like the mem- 
ories of our boyhood days, “Oh Boy”! 
the ball games we have “pulled off,” 
the circus and other -stunts at Para- 
gon Park,—and the ladies—God bless 
7em! 
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Do you know we were the very first 
association in the country, at least in 
the hardware trade, to not only in- 
vite but actually to have the ladies 
at our banquets and outings and 
dances. Saunders Norvell told us this 
and he used to know what was going 
on in the hardware trade. From the 
very first they were, and are, and al- 
ways will be, the best looking, the best 
natured, and the best all around “pals” 
that any convention or meeting ever 
got together, and I know, for I have 
been with “’em” for several years. 
I have hobbled them for the “30-yard 
dash,” have measured their mouths for 
the “standing broad grin,” so I ought 
to know. 


Record Stands for Itself 


Well, as Hooligan says, “them was 
the happy days,” and they aren’t over 
yet, but I must stop. Secretary Fiel 
wanted me to bring the history of our 
association up to date. In conclusion 
I want to say that I worked on it 
for over a week, sitting up till mid- 
night and letting my wife go to bed 
with cold feet while I remained up 
with “’em” and finally slept with 
“’em.” However, I think, the record 
of the New England Hardware Asso- 
ciation needs no explanation or ex- 
cuses and can stand as it is. 


Our Moral Leadership in Jeopardy 


VERRIDING the earnest recom- 

mendations of the President, in 
defiance of the opinion of the Secretary 
of the Navy and of every qualified 
naval expert in the United States, the 
House of Representatives is proposing 
to cut the personnel of the Navy to 
a point which will reduce this country 
to the world’s third naval power in- 
stead of its first. 

“Economy run mad” is the only 
phrase which can fitly characterize this 
attitude of Congress in respect to the 
Navy. The situation is filled with such 
ominous possibilities as to alarm every 
patriotic American. The facts in the 
case are so simple and so easily grasped 
that there should be no possibility of 
misconstruction: 

‘Under the Four Power Treaty the 
famous 5-5-3 provision placed the 
United States and England on a par 
in regard to naval power with Japan 
a close second. But in order to keep 
that ratio it was necessary that the 
United States should maintain a per- 
sonnel of 130,000 men. Congress, hav- 
ing accepted the treaty, now proposes 
practically to scuttle it at the expense 
of the United States by cutting our 
Navy to one-half the necessary mini- 
mum or, in actual figures, to 2000 men 
less than the number enlisted to-day 
in the Japanese navy. 

The protests of the President and of 
his naval advisors have apparently 
fallen on deaf ears. Congress needs a 


rallying cry for the coming election, 
and the Navy is to be made the goat. 

As representative of the business in- 
terests of the country we are at least 
as fully awake to the urgent need for 
economy in our Government as any poli- 
tician in Washington. But when 
economy is strained to the point where 
the dignity, the power and the prestige 
of America are menaced it ceases to be 
a virtue. ' 

The whole country rejoiced when the 
treaty for the limitation of armament 
was successfully negotiated, but no 
patriotic American ever dreamed that 
that treaty might be used as a weapon 
to undermine the proud position which 
the United States has won as the 
leader of the nations in the march of 
civilization. Yet that is precisely what 
Congress is doing to-day in the sacred 
name of vote-catching legislation. 

Only men utterly ignorant of history 
and human nature waste time indulging 
in vain dreams that war has vanished 
from the earth. Sane and thoughtful 
men know that the threat of war hangs 
over the world as heavily to-day as it 
as ever done in the past, and that the 
only real hope to avert that terrible 
disaster is in the power and influence 
of the great democratic nations, among 
whom the United States stands first 
and foremost. In fact, it is not too 
much to say that the equilibrium of 
civilization will depend for another gen- 
eration at least on the influence for 
peace which America alone can exert. 


-.oppression. 


To maintain that power and prestige 
which for a hundred years has never 
been exerted in an unrighteous cause 
it is vital that America should ever 
have behind her the one argument 
which is never misuderstood—adequate 
armed force. 

Can anyone doubt the effect on the 
turbulent and half-civilized people of 
the Orient of the knowledge that the 
United States was inferior in naval 
power to Japan? We are no longer an 
isolated nation but a mighty world 
power, with far-flung possessions scat- 
tered over the seven seas. More than 
that, we have a moral leadership which 
has caused weaker peoples of the earth 
to look to us as a sure bulwark against 
In South America, in 
China and in Russia we have assumed 
moral obligations which, if need be, 
we must be prepared to uphold by 
force; and, if that need should ever 
become an actuality, that force must 
be exercised on the sea. 

We believe that if the people of the 
United States thoroughly grasp the 
situation which now concerns us they 
will overwhelmingly support the Presi- 
dent and the Secretary of the Navy in 
their demand that the United States 
be inferior to no power on earth in 
naval strength. 

This is a question which far tran- 
scends any mere matter of dollars and 
cents. It is a question as to whether 
we are worthy to hold that world lead- 
ership which we have won. 
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Seasonable Spring Weather Marks Open- 
ing of 1922 Drive on Auto Accessories 


N OW is the time to spend money ad- 
vertising your stock of auto ac- 
cessories. Remember that a dollar spent 
now will do more than two spent later. 
For this is the period of spring over- 
hauling and renewal of equipment. More 
accessory sales will be made during 
April and May than during June, July 
and August, with the possible exception 
of tires and tubes. Now is the time 
when the motorist’s interest is keenest, 
when he is most receptive to your ad- 
vertising appeal. In looking over the 
ads. we have reproduced this week and 
studying the suggestions made in our 
comments, keep this fact of timeliness 
ever before you. To make a long story 
short: “Strike while the iron is hot!” 


Small Ad with a Big Punch 


No. 1 (2 cols. x 4 in.) 


Here is a small ad. used by Foster- 
Farrar Co., Northampton, Mass., which 
tackles the presentation of the accessory 
department from an interesting and ap- 
pealing angle. The copy is a chatty in- 
vitation to the motorist to make the 
Foster-Farrar store his accessory head- 
quarters. 

Every motorist appreciates what is 
meant by odd items, and he also knows 
how difficult it is sometimes to find the 














1—The motorist who has found diffi- 

culty in securing the odd items for 

his car will be impressed by this 
Foster-Farrar ad 


odd item which he needs as urgently as 
his regular equipment. By following 
this copy slant with a general talk on 
service and the growth of the store’s 
accessory department through giving 
service, the ad. is sure to interest the 
motorist who prefers to deal with the 
completely equipped accessory store. 
We recommend the frequent use of such 
ads as this. 


A Catalog Accessory Page 
No, 2 (5 in. x 8 in.) 
This page is taken from the recently 


published store catalog of the Samuel 
Hill Hardware Co., Prescott, Ariz. It 
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2—This shows how a store catalog 


page may be made to present the 
entire accessory department 


is a complete presentation of the store’s 
main stocks of auto accessories with 
emphasis on tools and tires. 

Some dealers issue a special accessory 
catalog and find that it pays well. Our 








83—This Sumner ad shows you how 
to prepare a specialty ad. Every 
specialty ad should carry cuts, de- 
scriptions and prices. as does this 
announcement 


suggestion at the present time would 
be to prepare a “skeleton catalog” in 
the form of a four or eight-page circu- 
lar. This piece of sales literature could 
be planned and printed inside of a week. 
We would print enough to cover your 
regular mailing list as well as your 
local auto owner’s list. The writer has 
already received two such circulars from 
local stores which evidently made use 
of the local auto list. 

One of the pages in this proposed cir- 
cular could be on the order of this Hill 
page and one or two others might show 
cuts of different specialties with brief 
descriptions. - We would be sure to de- 
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vote one page to a listing ot twenty- 
five or more regular items such as 
plugs, grinding paste, lamps, renova- 
tors, etc., with prices. Such a circular 
will bring in a lot of business at this 
time. 

If so desired, a page could be devoted 
exclusively to Ford parts, supplies and 
specialties. You can get this circular 
in the mails in a few days if you go 
right to it. 

A Specialty Ad 
No. 3 (2 cols. x 8 in.) 

Here is the specialty ad.—the type of 
ad. which will prove a real booster for 
your accessory department. This ad. 
was used by the Sumner Co. of Moncton, 
N 


The specialty ad. grips the motorist’s 
attention. Through reading such ads., 
he is pointed on the way to more satis- 
factory car operation. And it is through 
these specialty ads.’ that the motorist is 
kept abreast of accessory developments. 
The average motorist hasn’t the time to 
explore an accessory stock, and would 
find it difficult even if he had the time. 
The dealer who runs a specialty ad. 
regularly can soon cover his specialty 
stock over and over again. This pub- 
licity will bring in interested customers 
who will not only buy the specialty but 
regular items as well and in addition 
will get a first-hand introduction to 
your store’s accessory department. 

In this Sumner ad., the items fea- 
tured are well illustrated. We always 
recommend that good cuts be used in 
these ads., as the interest aroused by 
the cut is half the sales battle. 

Notice also that prices are quoted on 
both specialties. We believe this essen- 
tial. Also note the panel at the top of 
the ad., which serves the purpose of an 
eye-catcher and identifying head. 

In an ad. of the size used by the Sum- 
ner Co., it is possible to present at least 
four specialties and even six by reduc- 
ing the size of the cuts. Our sugges- 
tion would be to present at least four 
items in every ad. 

Note also that this ad. features a Ford 
accessory. We think it would be well 
to devote an entire ad. to the presenta- 
tion of Ford accessories. 

Your manufacturers will be glad to 
supply you cuts suitable for specialty 
ads. Write them, if you haven’t a 
supply of such cuts on hand. 


Early Tire Sale Boosts Trade 


No. 4 (3 cols. x 9 in.) 

William Ludlum, in charge of adver- 
tising for Howard’s, Mt. Vernon, N. Y., 
has here a unique tire sale ad. The 
heading and opening talk are as season- 
able as the weather. A tire sale at this 
time, when the motorist is gazing rue- 
fully at the poor old shoes which are 
just about holding together after the 
havoc wrought by last season’s touring, 
is particularly timely. It finds the mo- 
torist in a most susceptible mood to 
consider tire sales for the reason that 
instead of one tire needed, it is usually 
a question of several. 

Notice particularly the copy used in 
this ad. Emphasis is given the fact 
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4—This unique tire sale ad should interest every dealer contemplating an early 
announcement of reduced tire prices 


that every tire in the sale is fully fac- 
tory guaranteed and that no tire is old 
stock. Other important points fea- 
tured are the fact that the store is a 


factory distributor, and that the store is~ 


ready to make equitable adjustments in 
case of dissatisfaction. In other words, 
every effort is made to show the reader 
that the tires in the sale are first-class 
goods and not doubtful seconds. The 
argument is made more convincing by 


the last line of the copy featuring the 
limited time and cash sales only. 

Notice the tables to the left of the 
text. We believe the use of such tables 
advisable in both regular and sale ads. 
They enable the motorist to spot his 
size and price at once. 

Altogether, we think this “Tire and 
Violets” ad. a well-conceived announce- 
ment and one that will prove its worth 
through increased tire and tube sales. 





Big Pennsylvania R. R. Order 


The Pennsylvania Railroad Co., has 
just let orders for the building of 250 
all-steel passenger cars, to be deliv- 
ered as soon as possible. The order 
was divided as follows: Pressed Steel 
Car Co., Pittsburgh, seventy-five pas- 
senger cars; American Car & Foun- 
dry Co., Berwick, Pa., sixty-five pas- 
senger cars; Standard Steel Car Co., 


Hammond, Ind., fifty passenger cars; 
Harlan & Hollingsworth, Wilming- 
ton, Del., thirty-five combined pas- 
senger and baggage cars, Pullman 
Co., Pullman, Ind., twenty-five com- 
bined passenger and mail cars. 


The Rustless Rule Co., Inc., Buffalo, 
N. Y., has recently issued a catalog 
we its complete line of rustless 
rules. 
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on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 
i A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 3 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, April 10. 

PRING business seems to be get- 
S ting well under way. Dealers’ 
orders are numerous, but the quan- 
tity of merchandise that is being pur- 
chased is relatively small. A gradually 
increasing demand is also developing 

for staple lines, particularly tools. 

Collections are reported to be better, 
which some observers believe indicates 
that additional buying is contemplated. 

General reports indicate that a slight 
improvement has been made in export 
business, 

Price changes announced by jobbers 
during the past week were compara- 
tively few. Many small readjustments 
are being made, but most of them are 
so slight that they do not affect the 
market quotations to any appreciable 
extent. 

Jobbers announce the following new 
price changes: 

Twist drills, straight shank, have 
been reduced by some jobbers 15 per 
cent. Twist drills, bit stocks, have 
been reduced by some jobbers 7! per 
cent. 

Raw hide belt lacing is now being 
quoted by some local jobbers at 60 
and 10 per cent 

Galvanized well chains have been re- 
duced approximately 10 per cent by 
some of the local firms. 

Potts irons have been advanced by 
some jobbers approximately 5 per cent. 

The prevailing quotations in the local 
market on stove bolts is 80-10 per eent. 

Jobbers report the following an- 
nouncements from manufacturers: 

Keystone Mfg. Co., Buffalo, N. Y., is 
reported to have reduced prices on its 
line of sockets and sleeves. 

Theodore J. Ely Mfg. Co., Girard, 
Pa., is reported to have made a reduc- 
tion on its line of animal pokes. 

Rome Mfg. Co., Rome, N, Y., is re- 
ported to have made an advance on its 
line of copper flue ferrules. 

Illinois Iron & Bolt Co., Carpenters- 
ville, IIL, has issued a new discount 
sheet, effective April 1. 

The H. D. Smith & Co., Plantsville, 
Conn., have issued a new jobbers’ price 
sheet applying to their catalog No. 25. 

The Vichek Tool Co., Cleveland, Ohio, 
has issued a new discount sheet, effec- 
om a 1, applying to its catalog 

0, 9. 
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F. C. Harper Serew Works, Chicago, 
Ill., has reduced prices on set and cap 
screws. 

Continental Wood Screw Co., New 
Bedford, Mass., has reduced prices on 
wood screws. 

Standard Horse Nail Co, New 
Brighton, Pa., has reduced prices, ef- 
fective April 1, on its line of taper pins 
and machine keys. 

National Spring Clip Co., Montpelier, 
Vt., is reported to have reduced prices 
on its line of spring clothes pins. 

Cavanaugh Bros, & Co., New York 
City, have reduced prices on their line 
of mail boxes. 

Automobile Accessories.—Jobbers re- 
port improved buying continues to fea- 
ture this line. The market is not 
particularly active, as far as specialties 
are concerned, and all kinds of repair 
parts and equipment are in good de- 
mand. 

Awning Rope.—Jobbers report inter- 
est but no large buying. Prices are ap- 
parently firm; stocks ample. 


Jobbers’ quotations, f.o.b. New York: 
Awning rope, 7s in., 37c. net per lb, 4 
in., 36c. per Ib. net; yy in., 36c. per Ib. net. 


Bolts and Nuts.—Consistent buying 
features this line. Jobbers seem to be 
fairly well supplied. Prices are strong. 


Jobbers’ quotations, f.o.b. New York: 

a. nuts, No. 50, per Ib., %4 in., 19c.; 
fr in., 18¢.; %, in., 16c.; ye in., 15¢.; % in., 
13c.; "Ss in., 12c., gnd % in., 11c. 

Common’ carria$e bolts, % by 6 and 
smaller, 60 per cent; longer and eden 60 
per cent. 

Machine bolts, % by 4 and smaller, 60, 10 
and 5 per cent; larger and thicker, 60, 10 
and 5 per cent. 

Semi-finished hexagon nuts, *% and 
smaller, 80 to 80-10 per cent; larger and 
thicker, 75 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list 50 and 10 per cent; brass, 4/32-14/20, 
75. 10 and 5 per cent, new 

Lock washers, 50 per cent 

Toggle bolts, steel, bright" finish, 60 per 
cent. 

Tron rivets, 60 per cent; solid copper 
rivets, 40 per cent. 

Stove bolts, 80, 10 per cent. 

Lag screws, 65 per cent to 65 and 10 per 
cent. 

Builders’ Hardware.—In view of the 
fact that building programs are not 
as yet fully under way, the demand for 
builders’ hardware is potential rather 
than actual. There is, however, a very 
fair amount of business being done 
throughout this locality. In some sec- 
tions the demand is very active. 

According to statistics there are now 
27,839 apartments in process of con- 
struction in Greater New York. Esti- 


mates made by the Tenement House 





Commission indicate that the total num- 
ber of rooms in these apartments will 
be 107,054, each one of which will re- 
quire several articles of builders’ hard- 
ware. 

There is in some quarters a certain 
amount of apprehension regarding the 
possibility of labor disturbances. It is 
expected, however, that a good many 
of the difficulties which now exist will 
be disposed of -within the next few 
weeks. 


Jobbers’ quotations, f.o.b. New York: 

Cylinder front door sets, wrought bronze 
metal, escutcheons 10% x 2% in., inside 
7 x 2% in., three paracentric keys, dull 
brass finish, $6.88 each. Antique copper, 
$6.88 each. Bit key front door sets, wrought 
bronze metal, escutcheons 10% x 2% in., 
swivel spindle, three nickel keys, dull brass 
finish or antique copper finish, $2.64 each. 
Mortise lock sets, wrought steel, escut- 
cheons, 7 x 2% in., knobs 2% in., one set in 
a box, finish dull brass or antique copper, 
$7.70 per doz. Case lots, 5 doz., $6.49. Co- 
lonial sectional handle set for residence 
front door, wrought bronze metal, outside 
handle and cylinder inside knob and escut- 
creon with turn knob lock, 5% x 3% in., 
dull brass finish, $8.25 each. Bathroom 
sets, operated by thumb knob, nickel 
plated, steel knob and escutcheon, 88c. per 
set. Bronze knob and escutcheon, $1.36 per 
set. Glass knob, bronze escutcheon, $2.09 
per set. 

Glass push plate for swinging doors, 
3 x 12 in. bevel edges, square corners, bored 
for screws, $4.13 per doz. Wrought steel 

push plates, round corners, 2% x 10 in., 
Bull brass or antique copper finish, $1. 73 
per doz. 

Store door handles, wrought steel, plate 
3 x 12 in., duil brass or antique copper, 
$2.48 per set. 

Same, with plates 3 x 14% in. and 
handle for each side of door, same finishes, 
$3.14 per set. 

Upright rim locks, cast iron, 4 x 3% in., 
escutcheon and screws, $2.06 per doz. 

Casement fasts, cast iron dull brass mor- 
tise stripe. right or left Hand, 1 x 1% in., 
$1.49 per doz. 


Cultivators.—Business in this line, 
jobbers report, is improving. Stocks 
are ample; prices firm. Weather con- 
ditions have not been especially favor- 
able for sales. 


Jobbers’ quotations. f.0.b. New York: 

Cultivator, 3 forged steel prongs, can be 
used as a hoe, welder, etc., 4-ft. ash han- 
dle, $6.78 per doz. net. Same, with wheel 
plow attachment, detachable handle, 5 
forged steel prongs, 4%-ft. ash handle, 
$9.08 per doz. net. Cultivator, with ad- 
justable steel parts, 4 teeth, cold pressed, 
malleable iron socket, polished hardwood 
handle, 4 ft. long, $9.08 per doz. net. Gar- 
den cultivator, 18-in. wheel, with 1%-in. 
tire, consists of mold-board, sweep, rever- 
sible bull tongue rake and wrench, $2 each 
net. Garden cultivator, 24-in. wheel, % 
x % in. rim cultivator, sweep, reversible 
shovel, 1% x 3% x 11-in. rake and wrench, 
$2.35 each net. 


Galvanized Ware.—Sheet prices are 
strong and show upward tendencies. 
Prices on tubs and pails are at present 
somewhat weak, although there are 
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rumors that slight advances may be ex- 
pected on some items. The demand at 
present is mild; stocks fair. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized sheets, No. 28 gage, $4.75 to 
$5 per 100 lb. 

Jobbers’ quotations, f.o.b. New York: 

Galvanized pails, 8-qt., $2.15; 10-qt., a 30; 
12-qt., $2.50; 14-qt., $2. 85; 16- -qt., $3.45. Ex- 
was 12-qt., $3. 35; 14- -qt., $3. 65; 16- -qt., 


Galvanized wash tubs, No. 1, $7.00; No. 
2, $7.80; No. 3, $9.10; all per doz. 


Grass Hooks.—Inquiries seem to be 
numerous for these articles. The actual 
demand is rather limited. Stocks are 
adequate to meet all local needs and 
prices are steady. 


Jobbers’ quotations, f.o.b. New York: 

Grass hooks, Little Giant, $5.35 per doz. 
Village Blacksmith, $5.65 per doz. Lighten- 
English Plain Back, 
No. 2, $5.70 per doz. English Plain Back, 
No. 3, $6.10 per doz. English Riveted Back, 
No. 3, $7.70 per doz. 


Hose Clamps and Couplings.—In- 
creasing interest, steady prices and 
ample stocks feature this line. 


Jobbers’ quotations, f.o.b. New York: 

Brass rose clamps, for %-in. hose, 42¢. 
per doz. Steel hose clamps, for %-in. hose, 
37c. per doz. Clinching hose couplings for 
5g-in. hose, $2.65 per doz. “Wrought brass 
hose couplings for %-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
%-in. hose, $1.45 per doz. 


Hose Reels.—The demand at pres- 
ent is not active. Most of the local 
jobbers expect good business within 
the next few weeks, providing weather 
conditions are favorable. 

Jobbers’ quotations, f.o.b. New York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 


steel drum, steel arms, enameled green and 
black, capacity 100 ft., %-in. hose, $25.25 


per doz. net. Same with steel rope, elec- . 


trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., ca- 
pacity 100 ft., $42 per doz. net. Same, with 
reight of reel 24 in., 100 ft. capacity, $48 
per doz. net. 


Lawn Mowers.—Good business in this 
line is expected by jobbers this year, 
because of the fact that relatively 
little buying was done last year. 
Another reason advanced for the ex- 
pectation of better business this year 
is the fact that prices are more attrac- 
tive. 


panna quotations, f.o.b. New York: 
Lawn mowers, 3 blades, adjustable bear- 
ea’ 8-in. side wheel, finished in pea green, 
d striped, 10-in., $5 each net; 12-in., $5 
cach net; 14-in., $5.30 each net; 16- in., $5.60 
each net: 18-in., $5.95 each net. Bali bear- 
ing lawn mowers, 3 blade, adjustable bear- 
ings, 18-in. drive wheel, finished in ogld, 
aluminum and blue, 12-in., $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net; 
10%-in. raised open drive wheel, 4 tem- 
ered steel blades, reel 6-in. diameter, fin- 
isred in aluminum, gold and green, red and 
old striped, $9.25 each net. Same, 16-in., 

.75 each net; same, 18-in., $10. 35 each 
net; 20-in., $10.85 each net. 

Brass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 


Nails.—Advancing prices are rumored 
to be imminent. Some of the Pitts- 
burgh mills are reported to have made 
advances which, it is believed, will be 
reflected in the local market within the 
next two weeks. 


Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.15 to $3.25 base, per keg. 
Cut nails, $3.90 to $5.00 base, per keg. 
Coated nails, $3 to $3.15 base, per keg. 
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Wire nails and brads, in small lots, 75 to 
10 per cent off list. 

fing nails, per 100 lb., $7.25 for gal- 
pst i and $5.25 plain. This applies to 
1x 12. 


Naval Stores.—Buying in the local 
market is mostly for small lots. It is 
stiil too early for an active spring de- 
mand. 


Prices to leaders, f.o.b New York: 
Turpentine, in bbl., 87c. to 90c. ne 
on the basis of 280 1b. to a bbl., B gr. 
$5.15 to $5.20; D to I grades, $5. 20 to is $3: 
sane” .25 to $5.30; M, $6.05; WW, $7.30 to 
7.40. 


i. 


Pruning Shears.—Dealers’ demands 
are said to be increasing. Stocks are 
good; prices steady. 


Jobbers’ quotations, f.o.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
springs, $8 per doz. California pattern, 
9-in. size, $8 per doz. Same nickel plated, 
$14.70 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 


Poultry Netting Staples——A more or 
less consistent demand holds for this 
line at prevailing prices. 


Jobbers’ quotations, f.o.b. New York: 
Poultry netting staples, 10-lb. boxes, 7c. 
per lb.~ In 100-lb. kegs, $5.75 per keg. 


Rope and Twine.—The rope market 
as a whole is rather quiet, although 
there is an active undertone. It is 
expected that there will be greater ac- 
tivity in both rope and twine within 
the next few weeks, as a large number 
of inquiries are said to have been re- 
ceived. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%c. 
per lb. Hardware grade, 16c. per lb. Sisal, 
No. 1 grade, 15c. per lb.; sisal, No. 2 grade, 
13c. per lb. Bolt rope, 20c. to 22c. per Ib. 

_Lath yarn, 13c. to lic. per lb. Jute wrap- 
ping twine, 20%c. to 25%c. per Ib. India 
hemp twine, No. 6, 16c. to 18c. per lb. 


Screens and Screen Doors.—Though 
there is little activity at present, job- 
bers expect more interest to be mani- 
fested in May. Prices are steady and 
stocks ample. 


Jobbers’ prices, f.o.b. New York: 

Continental screens No. 1833, $5.05 per 
doz.; 2233, $5.80 per doz.; 2433, $6.20 per 
doz.; 2838, $7.20 per doz.: 2837, $7.65 per 
doz.; 3033, $7.50 per doz. 

Competitor a No. 1, $4.30 per doz.; 
2, $4.80 per doz.; , $5. 80 per doz.; 4, $6.25 
per doz. 

a ig screens, No. 15, $5.40; No. 18, 
$6; 24, $7.05; No. 39, $9. 55. 

havects ‘doors—Continental, 2/6 x 61/6, 
No. 241, $18.14; No. 281, $19 £30; No. 288 G, 
$24.60; No. 314, $27.50; No. 457 G , $22. 65, all 
per dozen. 


Screws.—The recent advance did not 
stimulate activity to speak of, although 
there is a fairly consistent demand at 
present. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat heads, 
82% per cent; iron bright, round and oval 
head, 80 per cent; iron blued, flat head 
(add 5 rh cent to a net amount of in- 
voice), per cent; iron blued, round 
read, 80 = cent; brass flat head, 77 2 
per cent; brass round and oval head, 
per cent. Extra discount quoted by local 
jobbers is 20 per cent. 


Screen Cloth.—Little activity has de- 
veloped as yet, although jobbers report 
a fairly large number of inquiries. 
Prices are believed to be steady. 


Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net. 

Screen cloth of white satin finish and 
double zinc coated after weaving, 12 mesh, 
$2.64 per 100 sq. ft. Same 13 mesh, $4.40 
per 100 sq. ft. 

Bright galvanized screen cloth with 7: 
per selvage, 12 mesh, $4.25 per 100 sq. 

14 mesh, $4.50; 13 mesh extra heavy, $5. 16: 
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Spading Forks. — Activity features 
this line at steady prices. 


Jobbers’ quatations, f.o.b. New York: . 

Spading forks, 11l-in. angular tines, steel 
cap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle, bronze finish, strap 
ferrule, $19.20 per doz. net. Same, 4 tines, 

-ft. handle, bronze finish strap ferrule, 
$12.15 per doz. net. ~ 


Sprinklers.—Little interest is shown 
in these supplies as yet. Jobbers are 
well supplied to meet the demand that 
is expected to develop within the next 
few weeks. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized sprinklers, 4-qt., $6.35; 6-qt., 
$7.35; 8-qt., $8.15; 10-qt., $9.35; 12-qt., 
$10.65; 16-qt., $13. 45; all per doz. net. 


Roofing Paper.—Interest seems to be 
improving in this line, especially in 
suburban localities. Stocks are good, 
and prices are believed to be fairly 
firm. 


Jobbers’ quotetiens, f.o.b. New York: 

Roofing paper, 35-lb. roll, 79c. per roll; 
45-lb. roll, $1. 30 per roll; 58-Ib. roll, $1.70 
per roll. 

Hard felt, 60-lb. standard nell, $1.40 per 
roll; red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-Ib. roll, 50c. per roll, 
and 30-lb. roll, 15e, per roll. 


Trowels.—Buying seems to be fairly 
brisk in this line. Prices are steady and 
stocks fairly large. 


Jobbers’ quotations, f.o.b. New York: 

Ladies’ flower trowel, heavy one-piece 
steel blade, 5%-in., half polished and enam- 
eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, 6-in. tinned _ steel 
blade, black enameled handle, riveted tang, 
75e. per doz. Florists’ trowel, heavy solid 
steel, 6-in. blade, half polished, riveted 
shank, hardwood handle, $1.15 per doz. net. 
Garden trowel, one-piece heavy cold-roll 
steel, 11%-in. over all, blue finished, $2.15 
per doz. net. English pattern garden 
trowel, 6-in. forged steel blade, polished 
and enameled, length over all 13% in., 
$2.25 per doz. net. Garden trowel, 6 in., 
solid socket, forged steel, full polished, grip 
handle, $6.75 per doz. net. 


Turf Edgers.—Practically all articles 
listed under the heading of garden tools 
are at present very active in the local 
market. Prices are for the most part 
steady and jobbers are well supplied. 

Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel. blade, bronzed 

k, 4%-ft. handle, socket style, 


10.25 per doz. net. Same, shank style, 
9.20 per doz. net. 


Window Glass. — Jobbers report 
gradually increasing interests. Prices 
at present are apparently quite firm. 


Prices to retailers, f.o.b. New York: 

A single, 84 to 87 per cent; B single win- 
dow glass, 85 to 88 per cent; A double, 85 
er cent; B double, 87 per cent. List of 
arch 1, 1913. 


Wire Goods.—All kinds of wire are in 
excellent demand at present in the local 


~market. Most of the orders that job- 


bers have received are for relatively 
small quantities, though some jobbers 
report that a number of repeat orders 
have already been received, which is a 
fair indication of the wire goods busi- 
ness that exists in this section. Buying 
seems to have started earlier this sea- 
son than usual. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 

New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
penn. 50-10-5 per cent. 

uare mesh wire cloth, 2 x 2, New York 

A, $4.75 to $5 per 100 sq. ft. 

Wireless Equipment.—Complete sets 
and accessories of all kinds are in 
active demand. Few dealers in this 


locality can secure adequate stocks. 
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Office of HARDWARBP AGE, 
1505 Otis Bidg., 
Chicago, Ill., April 8. 
ARCH departed very much like 
the lion and for a few days this 
section enjoyed some real snow 
which later turned to rain. The month 
of April opened well in a business way. 
Many conditions were responsible, but 
the two principal causes were the in- 
creased buying due to confidence in 
produce and live stock prices and the 
realization that building activities were 
progressing in a very satisfactory 
manner. 

The Federal Reserve Bank of Kansas 
City reports that conditions in the 
farming districts of the Middle West 
have improved in the last thirty days. 
Part of the report is as follows: “With 
spring now opening, a cheerful feeling 
is reflected by the agricultural, live 
stock, trade and industrial reports. To 
the present time the proceeds from the 
sale of farm products have been used 
by the farmers mainly to reduce their 
obligations at banks, and the general 
trade has not yet felt to the full extent 
the stimulating influence of the im- 
proved financial position of the farming 
population. Evidence of the improved 
financial situation is indicated by in- 
creased deposits and by the fact that 
the banks were able to take care of 
March 1 farm settlements, usually re- 
quiring vast sums of money, without 
heavy borrowing from the Federal Re- 
serve Bank or from outside banks.” 

It is reported that the State of 
‘ Miehigan needs 31,083 homes and last 
week’s report for the City of Chicago 
showed 342 building permits issued 
against 149 for the same week during 
1921. Building hardware houses and 
jobbers are enjoying a very satisfactory 
trade in all lines used in building. The 
house shortage has existed for some 
time and very little has been done to 
relieve it until lately. A good season 
should see many new homes going up 
in all sections as the shortage is not 
localized. The movement is just get- 
ting started. 

Harry Gordon Selfridge who took 
the department store idea to London 
passed through Chicago the other day 
and visited Marshall Field & Co., where 
he formerly had connections: Since 
going to London he has made his name 
a household word through the use of 
American methods. While here he was 
interviewed as to his success and said 
that it was all due to turnover and 
that the entire stock of his great Lon- 
don store was turned over every thirty 
to forty-five days which enabled him 
to sell for less, make less profit per 
sale, but in the long: run make more 
money than competitors on account of 
his rapidly moving stock. 

It is believed that plans are actually 
on the way for a Chicago subway. The 
situation looks as bright as it has ever 
looked and a subway system, to relieve 
loop congestion and reduce transporta- 
tion and reduce transportation time is 
badly needed right now. 
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Coal users started to-day to make 
inroads on the stores piled up prior to 
the strike. There seems to be little 
worry as to the supplies running low 
or prices rising rapidly. 

March sales in this territory were 
better than last month and in some 
cases showed slight gains over the same 
month of last year. 


Automobile Accessories.—The open- 
ing of the season is bringing out a good 
demand for this line. Motorists are 
looking over their cars preparatory to 
summer use and getting much needed 
equipment. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $265 each: 
lots of 10, $2.55 each; Twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15: Simplex 
jacks, No. 26, $1.75 each; doz. lots, $1.60 
each; Weed chains, single lots, 25 per cent 
discount; doz. lots. 33% per cent discount; 
Red inner tubes, 30 x 3%. $1.90 each; Gray 
inner tubes, 30 x 3%. $1.35 each: Hercules 
giant plugs, 60c. each: Hercules junior 
plugs, 35c. each: Bethlehem spark plug, 
36c, each; Bethlehem spark plug, mica type, 
60c. each; Bethlehem spark plug, standard 
porcelain type, 58c.; Splitdorf plugs, 58c. 
each; lots of 100 56c. each; Splitdorf plugs, 
special for Fords. 50c. each: lots of 100, 48c. 
each: Chasen X plugs, 45c. each: lots of 
100, 43c, each: Champion O plugs, 53c. each: 
lots of 100, 5%. each; Ford fan belts, ex- 
tra quality, 22c. each. 

Axes.—Orders are coming in well. 
Fall prices were announced some time 
ago. The figures are considered safe 
for present or next season’s require- 
ments. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib., $11 base; double 
bitted, $16 doz. base; good quality black 
unhandled axes, same weight, single bitted, 
$10 base; single bitted handled axes, $11.75 
to $19 per doz., according to quality and to 
grade of handle. 

Alarm Clocks.—Bunkie clocks have 
changed to $20.88 per doz. The demand 
remains good and price changes seem 
unlikely. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Blue Bird, $13.20 doz. lots: case 
lots, $12.84; Bunkie. $20.88 doz. lots; case 
lots, $20.16; Lookout, $13.20 doz. lots: case 
lots, $12.84 doz.: Sleepmeter, $15.12 doz. lots: 
case lots, $14.64 doz. 

Bicycles and Tires.—Business in 
these lines is picking up nicely and 
spring weather will start good sales. 
Retailers’ stocks are believed to be low 
and many small orders are expected. 

Builders’ Hardware.—Business is in- 
creasing in a very healthy manner. 
Continued building activities are re- 
sponsible. Building permits are show- 
ing weekly increases. Factories are 
busy. 


Copper Rivets and  Burrs.—No 
change in the situation has been noted. 
Prices are very low approximating pre- 
war basis. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Conper rivets and burrs, 50 per 
cent discount. 

Chains.—The demand has improved 
on all chains and prices are quite firm. 

We qucte from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
b.: weldless coil chain, 50-10 per cent off 
list: No. 90. 4% electric welded cow ties, 
$2.65 per doz. 

Cutlery.—Sales are satisfactory and 
the demand shows no indications of 


falling off. 





Eaves Trough and Conductor Pipe.— 
Slightly higher prices are expected and 
sales are showing increases. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5 in. lap joint eaves 
trough, $4.30 per 106 ft.; 29 gage, 3-in. cor- 
rugated conductor pipe, $4.50 per 100 ft.; 
corrugated 3-in. conductor elbows, $1.55 
doz. 


Files—The demand is still showing 
an increase over other months, and 
there is less shading of prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off list; 
Nicholson files, 50-10-10 per cent off list; 
Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Flint Paper and Cloth.—Stocks are 
moving as well as could be expected. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0, 
$4.25 per ream; first quality emery cloth, 
No, 0, $25.50 per ream. 

Galvanized Ware.—These lines are 
moving satisfactorily with increasing 
business as the season progresses. 
Price advances are rumored but have 
not been put into effect by local houses. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, standard No. 0, 
$4.75 per doz.; No, 1, $5.75 per doz.; No. 2, 
$6.50 per doz.; No. 3, $7.60 per doa; 
medium grade heavy galvanized tubs No. 
100 S, $9.50 per doz.: No. 200 S, $10.50 per 
Goz.: No, 300 S, $12.00 per doz.; common 
galvanized pails, 8 qt., $1.80 per doz.; 10 qt., 
$2.00 per doz.; 12 qt., $2.20 per doz.; 14 qt., 
$250 per doz.; common galvanized stock 
pails, 16 qt., $4.25 per doz.; 18 qt. $4.75 
per doz. 

Glass and Putty.—Sales are active 
and building activity is increasing 
orders. 

We quote from jobbers’ stocks, f.0,b. 
Chicago: Single strength A, and single 
strength B, up to 25-in. bracket, 86 per cent 
off. Single strength A, and single strength 
B, over 25-in. bracket, 85 per cent off. 
Double strength A, all brackets, 85 per cent 
off. Double strength B, all brackets, 87 
per cent off. Putty in 100-Ib. kits, $3.65; 
commercial putty, $3.60; glaziers’ points 
Nos, 1, 2 and 3, one doz. packages, 65c. 

Hatchets.—Buying has been more 
general in these lines. Prices are ap- 
parently firm, and on the cheaper 
grades are considered very favorable. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra _ quality broad 
hatchets, $16 doz.; Competitive grade, $12 
doz.; warranted shingling hatchets, $12 
doz.; Competitive forged shingling hatchets, 
$8 doz. 

Hammers.—Improvement in_ sales 
has been noted. No early-changes are 
in prospect. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; Competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 


Hickory Handles.—This line still en- 
joying unusually good sales with no 
indication of price changes. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No, 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 
hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 


Hose.—Buying is general, but only 
covers the probable sales for the first 
few weeks of the season. Prices are 
unchanged. It is too early to report 
much activity. Factories are very busy 
and will not accept new business for 
delivery sooner than thirty days. 
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We quete from jobbers’ stccks, f.o.b. 
Chicago: %-in. eon reel hose, good 
quality, 13%c.; %-i 3-ply good quality 
duck hose, 13%%c.; %- -in. 4- -ply good quality 
duck hose, léc, 


Incubators.—Jobbers report that 
sales are still about 50 per cent above 
normal. This line is enjoying an un- 
usual run. Prices are steady. Eggs 
and poultry pay handsome profits and 
more people are becoming interested 
every day. Factories are said to be 
getting behind on some numbers. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Queen line incubators, 35 per 
cent; Brooders stoves, 30 per cent. 

Lawn Mowers and Grass Catchers.— 
Increasing sales are reported as the 
season opens. A few warm days will 
bring some good orders into this 
market. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 12-in., $5.20 each net; 14-in., 
$5.50 each net; 16-in., $5.85 each net; 18- 
in., $6.20 each net. Ball bearing lawn 
mowers, 4 blades, adjustable bearings, 8-in. 
drive wheel, finished in gold, aluminum and 
blue, 14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive wheel, 
4 tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net. Same, 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass Catchers, wire frame, adjustable 
heavy iron bottom, white duck. for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 

Lanterns.—Demand is fairly good 
but orders are not large. Prices remain 
unchanged. 

We quote from jobbers’ stocks, f.9.b. 
Chicago: Monarch tin lanterns, hot blast, 
$8.25 per doz.; No. 2 Dietz cold blast lan- 
terns, $13.00 per doz., with large founts, 
$14.25 per doz.; best tubular lanterns, $8.25 
per dcz.: Dietz Scout. $6.00 doz.: Competi- 
tion lanterns, No. 0 tubular, $6.65 per doz. 

Nuts and Bolts.—Jobbers report an 
increasing demand and sales are nor- 
mal. All leading makers have advanced 
prices 10 to 15 per cent. Resale prices 
in this territory are advanced 5 per 
cent. Demand is good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60 per cent 
off list; small carriage bolts, 65 per cent 
off list: large sized machine bolts, 65 per 
cent off list: small sized machine bolts. 
65-10 per cent off list; all stove bolts, 80 
per cent off list; all lag screws, 65 per 
cent off list. 


Nails.—Good building weather is 
holding up these sales and the demand 
continues to be brisk. An advance is 
predicted by some of the largest manu- 
facturers. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3 per keg 
base. 

Paints and Oil.—Good sales are re- 
ported and spring painting is held to 
be responsible. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
94¢c. per gal.; boiled linseed oil, 96c. per gal.; 
raw linseed ‘oil, 5 barrels or more, 90c. per 
gal.; boiled, 92c. per gal.; less 1 per cent 10 
days. Turpentine in barrels, $1.01 per gal.; 
denatured alcohol in barrels, 42c. per gal.; 
strictly pure white lead, 100-lb. kegs, per 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, April 8. 
A WEEK ago to-day they served New 
England a parting winter slap— 
about six inches of the finest slush ever 
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Ib., 12%4c.; 50-lb. kegs, per Ib. 1246c., dry 
paste in barrels, 6c. nA Ib.; pure white 
shellac, 4-lb. goods in if, cans, awd per 
gal.; pure orange shel 4-lb. goods in 
gal. cans, $4.25 per gal.; English Venetian 
red, in barrels, $3.50 and $6.75 per cwt. 

Roller Skates.—Sales continue to be 
large and factories are unable to keep 
up to demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—Orders are for highest qual- 
ity. The line is moving in large vol- 
ume on current orders. Prices are 
without change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila rope, 
standard brands, 17%c, to 18%c. per Ib.; 
No, 2 manila rope, 16c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%4c. lb.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%c. 
per lb. base; No. 2 sisal rope, standard 
brands, 13c, to 14c, per Ib. base. 

Sash Cord.—Demand has not greatly 
increased but prices show no indication 
of change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz. hanks. 

Sash Weights.—Building activities 
are responsible for good _ business. 
Prices are considered favorable. 

We quote from jobbers’ stucks, f.o.b. 
Chicago: Sash weights per ton, $36, 

Screen Doors.—Increasing interest in 
this item is being shown. A few warm 
days will see a large business. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 per doz.; 
four panel %-in. 2-ft. 6-in. x 6-ft. 6-in. 
plain doors, $20 ver doz.; five panel, 1%-in. 
2-ft. 6-in. x 6-ft. 6-in. plain doors, $21.65 
per doz.; four panel, 1%-in. 2-ft. 6-in. x 
6-ft. 6-in. fancy doors, $29.70 per doz. 


Screws.—Although manufacturers 
announced increases last week, local 
prices have not changed. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screwg 85- 
12% per cent off list; round head blued, 
85 per cent off list; flat head brass, 89-15 
per cent off list; round head brass, 80-5 
oe cent off list; japanned, 80-5 per cent 
off list. 


Steel Goods.—Last week showed an 
increase in sales on all items except 
hay forks, which will not begin to 
move until later in the Season. Some 
dealers are just ordering their require- 
ments and a great improvement in 
movement is reported. 

Stove Pipe and Elbows.—Orders for 
fall shipment are being taken. The 
better grades are being purchased. 
Prices are considered well liquidated 
and are likely to be higher, rather than 
lower, when the season opens. Advance 
sales are brisk. 

We quote from jobbers’ stocks. f.o.b. 


elbows, 30 gage, $1.15; 
gage, $1. 55 per doz. 


Solder and Babbitt Metal.—The mar- 
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turned out. A retail hardware dealer 
on that day wouldn’t give 2 cents for 
all the garden seed, poultry netting, 
etc., in the world. Things are different 
this week, however. The weather has 
been much more seasonable and the old 


8 gage, $1. 30: 
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ket is quiet, no recent changes have 
been noted and the sales volume is in. 
creasing. 

We quote from jobbers’ iecks, of od. 
Chicago: Warranted 50-50 solder, 

100 lb.; medium 40-55 solder, $21 oa ef 
ib. ; tinners 40-60 solder, $20 per 100 Ib; 
high speed babbitt metal, $18 per 100 Ib.: 
standard No. 4 babbitt metal, $7 per 100 Ih 

Sledges and Eye Hammers.—Sales 
are increasingly good and prices are 
relatively very low. 

We quote from jobbers’ stocks, f.o.b, 
Chicago: Striking and B. 8S. sledges, 5 to 16 
lb., $8 per 100 lb. 

Steel Sheets.—Sales are decidedly 
better, doubtless stimulated by the 


_ $3. 00 per ton advance just announced. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5 30 
per 100 lb.; 28 gage black sheets, $4.30 per 
100 Ib. 

Sporting Goods.—Future business on 
ammunition is heavier to date than it 
was for same period last year. Sales 
on firearms are slow. All tackle and 
baseball stocks are beginning to show 
shortage in some numbers, due to un- 
usually heavy demand. Factories are 
being pushed hard for deliveries. Local 
sporting goods houses are trying to 
stimulate interest in golf in small 
towns. 

Wire Goods.—Sales are running into 
good volume. 


We quote from jobbers’ storks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.65 per 
100 Ib.; 12 mesh black — wire cloth, 
$1.90 per 100 sq. ft.; poultry netting, 56 per 
cent off; galvanized after weaving, 51 per 
cent off: catch weight spool galvanized 
cattle wire, $3.65 per 100 Ib.; 80 rod spool 
galvanized hog wire, $3.23 per spool: No 
galvanized plain wire, $3.35 per 100 Ib. 

Wrenches.—Demand still remains 
above normal with good sized orders 
being received. 


We quote from jobbers’ stocks, f.0o.b. 
Chicago: Agricultural wrenches, 60-1% per 
cent; engineers’ wrenches, 40 per cent. 

Wringers.—Sales are holding up 
well. Prevailing quotations are 50 per 
cent off Lovell’s list. 

Washing Machines.—Nice increases 
are shown in sales. Dealers are push- 
ing the lines hard and demand on the 
part of the consumer is considered quite 
active. 


The Moco Co. of America, Inc., Okla- 
homa City, Okla., has announced price 
reductions effective March 29, 1922. 
New prices are as follows: Monkey 
Grip tire patches No. 1 is 30 cents, No. 
2 is 50 cents, Nos. 3, 4 and 5 are 60 
cents. These prices are to dealers and 
are subject to 10 per cent discount on 
orders for six dozen or more. The same 
brand of rubber cement is quoted at 
$1.00 per dozen tubes (No. 2) and $1.50 
per dozen tubes (No. 3.) Same brand 
gasket shellac in 2-ounce swab bottles 
$1.20 per dozen and $14.40 per gross. 


garden seed, poultry netting, prurers 
and the many other things that come 
into the thoughts of the general public 
with springlike weather look pretty 
good to the retail. hardware dealer. 
Local shelf hardware jobbers report 
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an improvement in-business. Orders 
are more numerous than they were and 
cover a wider range of merchandise. 
The individual order is not large, how- 
ever, generally speaking. The retail 
trade in this territory has once more 
assumed the cautious buying attitude 
adopted prior to the 1921 Christmas 
holiday season. But it is beginning to 
purchase more often than it did a month 
ago, which means that the turnover of 
merchandise is beginning to speed up a 
little notwithstanding the many labor 
troubles in New England. Confidence 
is returning to those who had misgiv- 
ings. The fear that the bottom might 
drop out of everything has passed. 
Every indication is we are in a con- 
structive period. So much for the shelf 
hardware. 

In mill supply circles business is hold- 
ing up remarkably well, according to 
jobbers. One local house that per- 
sistently has refused to admit business 
is better, this week broke down its re- 
serve and admitted sales were very 
satisfactory and that a little more than 
a new dollar is being made for an old 
one. A study of the names of custom- 
ers sending in orders to mill supply 
houses is enlightening, inasmuch as it 
shows in New England’s case, at least, 
that general industry is better. The big 
industries are placing some very good 
business, and the little ones are buying 
goods more frequently. Orders are 
coming from interests that have not 
been market factors in months. An ex- 
ample: A New Bedford, Mass., company 
engaged in preserving orchards, trees, 
etc., and a general landscape business, 
this week bought six complete field out- 
fits for its six different units. The out- 
fits included bits, saws, hatchets, elec- 
trician drills, tapes, hack saw blades, 
hack saw frames, nippers, screws, screw 
drivers and a miscellaneous lot of mer- 
chandise, and represented approximate- 
ly $1,000 to the jobber. Sugar manu- 
facturers, leather goods manufacturers, 
railroads, cities, school departments, in 
fact, an endless variety of old-time 
customers, are beginning to come back 
into the market for goods. 

In the heavy hardware field one finds 
real hopefulness for the first time in 
months. March was the third month to 
show an increase in the total tonnage 
moved, a small increase, to be sure, but 
nevertheless an increase. April is 
starting off with almost a bang under 
the lead of those things needed in 
building. In addition, the jobbing trade 
has made up its mind that mill prices 
are on the upgrade, which probably 
helps more than anything else. Bosses 
and clerks are on tMeir toes once more. 

Collectively, then, the New England 
hardware situation is more encourag- 
ing from whatever angle one wants to 
view it than it has been before this 
year. The ball of progressiveness has 
started rolling once more. 

Automobile Accessories.—The mar- 
ket for automobile accessories of late 
has been remarkably free from disturb- 
ing price changes. In fact, it is more 
stable in this respect than it has been 
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before in many months. Retail deal- 
ers therefore have more confidence and 
are buying more freely. They in turn 
report a freer movement of goods out 
of stock. Indications are that 1922 
will not be as black a period for acces- 
sories as some people would have us 
believe a short time back. There is 
still a lot of talk about strikes and 
unemployment, taxes, the high cost of 
living, etc., etc., but the registration of 
automobiles and trucks goes on merri- 
ly in all New England States. New 
high records in this respect will be hung 
up this year, according to good authori- 
ties, which means two things: First, 
the automobile, like the telephone, has 
become a public necessity. Second, 
more accessories than ever before will 
be sold in 1922. It clearly is up to the 
retail hardware dealer to get a share 
of the profits therein. 


Baseball Goods.—The official base- 
ball season opens this month. Some of 
the young people in our neighborhood 
are just about two or three weeks ahead 
of the official schedule, and judging 
from the orders coming into local job- 
bers’ hands for baseball goods, young- 
sters in other sections of New England 
also are rushing the season. Retail 
dealers, who have not covered their re- 
quirements, will find jobbers lightly 
stocked with bats, especially cheap oues. 
Manufacturers have notified jobbers 
they will not be able to supply low- 
priced stock for some time, they are so 
far behind on orders. Local stocks of 
gloves are badly broken, but apparent- 
ly there are enough baseballs to fill all 
requirements. 

We quote from Boston jobbers’ stocks: 

Bats.—Louisville Sluggers, all types, $18 
per doz.; H & B branded. Professional 
League, £1420 per dozen; burnt oil finish, 

10.80; King of the Field, $7.20; Semi-Pro. 
a Junior League, $3.60; Cracker-Jacks, 


Balis.—Harwood Dandy, $1.20 per dozen; 
Boy’s Favorite, $1.75; Young America, 
$2.50; Junior League special, $2.50; Junior 
League, $4; Boy’s League, $4.75; Dollar 
Lively, $7; Professional League, $9; Har- 
wood League, $15; National League, $16.50. 


Gloves.—Fielders’ gloves, $6 to $39 per 
dozen; catchers’ mitts, $18 to $78 per dozen; 
first basemen’s mitts, $24 to $30 per dozen. 

Batteries.—There has been a slight 
revision in local jobbing quotations on 
dry batteries to conform with new lists 
issued by the manufacturers. Local 
stocks are in fair shape only, while in- 
coming orders are quite satisfactory. 

We quote from Boston jobbers’ stocks: 

Columbla.—In lots of less than twelve. 
40c. each; in lots of twelve to fifty, $35.36 
per hundred; in barrel lots of 125, $30.36 
per 100. 

igattor.<-En lots of less than twelve, 40c. 
each; in lots of twelve to fifty, $35.36 per 
hundred; in barrel lots, $31.36 per 100. 
Fifty in box, Columbia, $30.74 per 100; 
Ignitor, $31.74 per 100. 

Hot Shot.—In barrel lots, No. 1461, $1.66 
each; No. 1462, $1.66; No. 1561, $1.98; No. 
1562, $1.98; No. 1662, $2.35. 

Assortments.—No. D2, $35.98 each; No. 
D3, $42.25. 

Blacksmith Supplies.—Aside from a 
slight reduction in local quotations on 
axles, blacksmith supplies are un- 
changed, The demand for these is be- 
ginning to expand and is general. 
Comparatively few houses are carrying 
anything like a complete line, and it 
therefore is necessary for retail dealers 


85 


to do more or less shopping if orders 
cover several items. Blacksmiths are 
sending in some good orders for light 
shoes, and the call for nails is better 
than it has been before in a long time. 


We quote from Boston jobbers’ stocks: 

Anviis.—Standard makes, léc. per Ib. 

Axiles.—Square bed drawn bed and one- 
pees, under 2%-in., llc. per lb.; square 

d, drawn bed and one-piece, 2%-in. an 
3-in., 10c. per Ib.; coach bed axles, 11%¢c. 
per Ib. 

Springs.— Common wagon and carriage 
springs, 12c. per lb. base. 

Horseshoes.— We quote from jobbers’ 
stocks: Standard makes in 100-lb, kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode Island 
points, $7 per keg base. Base prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$6.75 per 100 Ib. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 
keg; track side weights, $11.75; toe weights, 
$10.25; steel shoes, $8.75; toe creased, $7.25; 
side wear, $9.25; calked, $9.25; extra light 
calked, $9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light driv- 
ing, $8.75; featherweights, $8.75; all as- 
sorted shoes, 50c. per keg extra. 

Welded Toe Caiks.—Dull $2 per box; 
sto” $2.25; blunt heel, $2.25; sharp heel, 


Nalls.—Horseshoe, Reliance and Bright- 
on, Crown and Leader, No. 5, $5.90 per 
keg; No. 6, $5.25: No. 7, $5.05; No. 8, $4.85; 
Nos. 9, 10 and 11, $4.65. 

Bolts and Nuts.—Some jobbing houses 
report March sales of bolts and nuts 
as showing a decrease. Others report 
an increase, but all of them to-day say 
that daily sales are running ahead of 
those for March. The individual or- 
ders received are for small lots, how- 
ever. This week the city of Boston 
purchased about 2 tons of bolts and 
nuts, the largest individual order placed 
by a municipality in some time. 

We quote from Boston jobbers’ stocks. 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount; larger and longer, 60 
per cent discount; with C T D nuts, 50 and 
10 per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent discount for hex- 
agon heads; common carriage bolts, 50 and 
10 per cent discount; stove bolts, 80 per 
cent discount bolt ends, 60 per cent dis- 
count; tire bolts, 60 per cent discount. 

Nuts, H P, all kinds, 3c. off list; C P C 
and T, all kinds, 3c. off list; semi-finished 
hexagon nuts, 9/16-in. and smaller, 80 per 
cent discount; larger, 70 and 10 per cent 
discount; finished case hardened nuts, 70 
per cent discount; machine screws, nuts, 
iron, list; machine screws, nuts, brass, 
25 per cent discount. 


Carpet Sweepers.—At least some re-, 
tail hardware dealers expect the women 
in their respective neighborhoods will 
do the usual spring cleaning stunt this 
year and that it might be well to have 
a few carpet sweepers on hand to fill 
orders. For incoming orders, accord- 
ing to the jobbing trade here, are quite 
satisfactory, all things considered. 

We quote from Boston jobbers’ stocks: 

American queen, ball bearing, $50 per 
dozen; Universal, cyco bearing, Japan, $38 
per dozen; nickeled, $42; Grand Rapids, 


ball bearing, Japan, $40; nickeled, $44; 
Standard ball bearing, Japan, $36. 


Coaster Wagons.—While the market 
is a long way from active, an occa- 
sional order for coaster wagons is 
brought to light, and the market ap- 
parently is more satisfactory from the 
jobbers’ viewpoint than was anticipated 
at this time. 

We quote from Boston jobbers’ stocks: 

Coaster Wagons.— Paris line, No. 2A, 
$41.60 per dozen, net; No. 13, $61.10; No. 14, 
$67.60; No. 15, $74.75; No. 16. $84.50. For 


direct from factory, prices range about 9 
per cent less. 
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Drills and Reamers.—The much- 
talked-about revision in local drill 
prices has materialized, jobbing quota- 
tions having been reduced about 10 per 
cent to conform with new lists issued 
by manufacturers. The demand for 
drills, both carbon and high speed, con- 
tinues to show improvement, and is 
nearer normal than at any previous time 
this year. No change is noted in local 
quotations on reamers, for which the 
demand also shows expansion. 

We quote from Boston eo A stocks: 

Drilis.—Carbon, sizes up to 1%-in., ta- 
pered and straight shank, 65 and 5 per cent 
discount; bit stock drills, 60 and 5 per cent 
discount: center drills, 65 and 5 per cent 
discount: drills and countersinks combined, 
30 per cent discount; ratchet drills, 35 per 
cent discount; wood boring brace bits, 50 
per cent discount; high speed drills, 50 per 
cent discount; jobbers, letter and number 
sizes, 50 and 5 per cent discount. 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T S§ standard 
makes, 65 per cent discount; chucking, 26 
per cent discount; tapered pins, 40 per 
cent discount; escutcheon pins, 45 per cent 
discount; small fluted rose and socket 
reamers, 20 per cent discount. 

Galvanized Ware.—A slight down- 
ward revision has been made in 10-qt. 
and 12-qt. galvanized pails, otherwise 
quotations in this department of the 
hardware market remains unchanged. 
More or less stock is moving out of job- 
bing hands all of the time, but trade is 
not as brisk as local interests would like 
to see. Retail stocks, generally speak- 
ing, are’small, but are apparently suf- 
ficient to meet all immediate require- 
ments. 

We quote from Boston jobbers’ stocks 

Ash Cans.—Galvanized, No. 04118, $2.7 
each; No. 190, $4.25 each. 

Coal Hods.—Japanned, with wood han- 

les, 15-in., $3.90 per doz.; 16-in., -$4.24; 
17-in., $4. 64; galvanized, with wood han- 


dies, 15-in., $5. 40; 16-in., $5.95; 17-in., $6.40; 
18-in., $6.90. 

Paiis. — Hight-qt., $2 per dozen; 10-qt., 
$2.20; 12-qt., $2.35; 14-qt., $2.80; heavier 
pails, on: to the doz., $3. ‘66: 50-Ib. to the 


d 

“Tubs. ares. No. 200, $10.54 per 
doz.; No. 300, $11. 

Garbage Cane.—Galvanized, No. 1, $1.68 
per doz.; No. 2, $1.48; No. 4, $1.08. 

Gas ean ci save that some 
of the New England retail hardware 
dealers in the smaller cities and in 
towns are enjoying quite a good gas 
mantle business. The mantle is some- 
thing which is not very expensive that 
has to be renewed quite often. Local 
prices are very firm, and manufactur- 
ing interests intimate they are more 
likely to be higher than lower within 
the near future. 


We quote from Boston jobbers’ stocks: 

Gas Mantles.— Full Value, 7c. each; 
Comet, 10c. each; Guaranteed, 16c. each; 
No. 1, assortment of fifty mantles, $5. 

Glass—The movement of window 
glass, for the first time in weeks, is 
beginning to take on a new lease of 
life. To be sure, it could be better, 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, April 10. 
ONDITIONS under which the steel 
trade entered the second quarter of 
this year are vastly better than in the 
opening of the second quarter of last 
year. At this time in 1921 the depres- 
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but it is so much more so than it was 
a short time back that the trade is 
quite encouraged. Apparently there is 
ample stocks in jobbers’ hand to meet 
all requirements. 

We quote from Boston Peal stocks: 

Window Glass.—Single A, 25-in. bracket, 
86 per cent discount; above 25-in. bracket, 
83 per cent discount; double A, all sizes, 
84 per cent discount. Single B, 25-in. 
bracket, 87 per cent discount; above 25-in. 
bracket, 85 per cent discount; double B, 
87 per cent discount. By the light, A and 
B quality, 85 per cent discount. 

Vitro- tg Glass.—5/16-in., 69c, per sq. 
me 7/16-in., 84c. 

chor tent Glass.—Rough or rolled, %-in. 
thick, 14c. per sq. ft.; 3/16-in. thick, 19c. 
per sq. ft.; -in. thick, 24c. per sq. ft.; 
wired glass, 28c. per sq. ft. 

Iron and Steel.—A further slight ad- 
justment in cold rolled steel is noted, 
this time an advance, which is now 
quoted at $3.30 to $3.80 per 100 Ibs., 
contrasted with $3 to $3.50 heretofore. 
Jobbers report more calls for both iron 
and steel each week, but the average is 
for small amounts, consequently the 
gain in the weekly tonnage turnover is 
slow. Notwithstanding the fact that 
jobbers stocked up well during the re- 
cent low prices quoted by the mills, 
stocks on certain sizes are again bro- 
ken, which is one of the best signs 
shown in months. Not so long ago the 
jobber was wondering how little stock 
he should buy, while to-day he is won- 
dering how far ahead he ought to buy. 


We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.40% per 100 Ib. base; 
best refined iron, Mie 25; Wayne iron, $5.50; 
Norway iron, $5. 

Steel.—Soft B omy ‘bars, $2.40% per 100 Ib. 
base; flats, $3.054%4; concrete bars, plain, 
stock lengths, $2.5544; angles, channels and 
beams, $2.40%; tire steel, $3.35 to $4.25; 
open-hearth spring steel, $4 and $5.50; 
steel bands, $2.90 to $3.53; steel hoops, 
$3.31%; cold rolled steel, $3.30 to $3.80; 
toe calk steel, $5. 

Lead.—The leading producer of pig 
lead during the last week has jacked up 
prices twice, which leads to the belief 
in jobbing hardware circles that sheet 
lead is due for an advance. With this 
thought in view some of them have 
been advising purchases among the re- 
tail trade and a freer movement out 
of stock is resulting. 


We quote from jobbers’ ‘stocks: Sheet 
lead, 16%c. per lb. base. 


Rivets.—The amount of small struc- 
tural work being done in New England 
is considerable, and the demand for 
rivets shows some improvement as a 
result. Prices are reported as strong, 
but unchanged. 


We quote from Boston jobbers’ stocks: 

Rivets.—Structural, button head, 2 to 
5-in. long, %-in. and larger, $4.25 per keg; 
5g-in. and ¥- -in., $4.40; %-in., $4.75; 1 to 
2-in. long, -in. and larger, $4.50; 5%-in. 
and }f-in., $4.65; %-in., $5. Cone head, 
boiler quality, 2 to 5-in. long, %-in. and 
larger, $4.35; 5-in. e's a $4.50; %-in., 
$4.85; 1 to 2-in. long. %-in. and larger, 
$4.60: 5-in. and }4-in., $4.75; %-in., $5.10. 
Iron rivets, small, 60 per cent discount. 


Sash Cord.—There has been a slight 
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sion in the steel business was well 
underway, and reached its worst in 
July and August. It will be recalled 
that in the two months named, oper- 
ations among the steel mills was on a 
20 to 25. per cent basis, and steel com- 
panies were steadily blowing out blast 
furnaces, as the demand for their prod- 
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downward revision in local jobbing quo- 
tations on some of the medium and low- 
priced sash cord to conform with 
changes in manufacturers’ lists. The 
reduction came somewhat as a surprise 
to the hardware trade, inasmuch as 
most everybody had anticipated an ad- 
vance. 


We quote from Boston jobbers’ stoas 
Sash Cord. yo braided, No. 6, 
per lb.; No. 7, No. 8, 9, 10 and 12, 9 
gy r aradea, ‘No. 7, 84c. per Ib.; No. 8, 
ampson eect. No. 7, 62c. per Ib.; No. 
; ‘and larger, 


Screw Saale reduction of ap- 
proximately 5 per cent is announced in 
the local market for Perfect Handle 
screw drivers. This reduction is the 
second one made during the year, and 
is based on reduced raw material and 
manufacturing costs, the manufacturer 
giving the trade the benefit of lower 
prices. 

Sheets.—One of the largest local job- 
bing operators in sheets informs us 
that sales for March were larger than 
for any of the previous eighteen 
months. Other jobbers also have en- 
couraging reports. In addition, they 
expect prices will be advanced within 
the immediate future because of higher 
mill quotations. 


We quote from Boston jobbers’ stocks: 
Guoek, No. 10 blue annealed, $3.48 per 100 
361 be No. 28, black, $4.50; No. 28 galvanized, 


Shoe Findings.—Several of the retail 
hardware dealers in mill towns are 
sending in some good shoe findings or- 
ders to local jobbers. Evidently many 
of those mill operatives out on strike 
are economizing by doing their own 
shoe repairing, which means taps, 
strips, rubber soles and heels, tacks, 
etc., must be purchased. 


We quote from Boston jobbers’ mtockss 

Leather Taps.—Men’s extra light, 85c. 
$1 per dozen; light, $1.05 to $1.25; Tyg 
a 30 to $1. 60; heavy, $1.85 to $2. 50; extra 

heavy, 3.25. ‘Women’s light, 70c. to 90c. 
per dozen; medium heavy, $1.10 to $1.25. 
Boys’ medium, ee “y to $1.50 per doz.; 
heavy, $1.75 to $1.9 

Leather wer Opie, heavy, rem and 
light, No. ‘¢ ec. to 55c.; No. 2, 35c. to 40c. 

Rubber Heels.—Good ‘quality, $1. 35° “to $2 
per doz. pair. 


Stepladders.—The Paris line of step- 
ladders has been advanced about 5 per 
cent by the jobbing trade, and is now 
quoted on a basis of 56 cents per fovt. 

Window Weights.—The improvement 
in home construction is reflected in the 
market for window weights. To be 


. sure the demand is not keen, but it is 


of larger proportions than it has been 
before in many months. Weights cost 
about 2 cents a pound less than they 
did a year ago. 
We quote from Boston jobbers’ stocks: 
Window Weights.—From stock, 5 Ib. and 
heavier, 3c. per Ib.; under 5 Ib., 3c, 


From the yon 5 Ib. and heavier, $55 


per ton; under 5 Ib., $59. 


ucts was falling off rapidly. 

To-day, steel works operations in gen- 
eral are about on a 70 per cent basis, 
the Steel Corporation being given credit 
for a general operation of 75 per cent 
among its steel works and finishing 
mills. Last month the total amount of 
pig iron made by all the blast furnaces 
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in this country was 2,034,794 gross tons, 
against 1,629,991 in February; March 
being the first month since January, 
1921, in which the output of pig iron in 
this country in one month exceeded 
2,000,000 tons. On April 1 there were 
in operation in this country 155 blast 
furnaces, a gain of 17 over March 1, 
and a gain of 86 furnaces over August 
1, 1921, this date marking the low point 
in the severe depression in the steel 
trade. 

The condition of the pig iron market 
is always a pretty good index of gen- 
eral conditions in the whole steel trade, 
and the fact that seventeen blast fur- 
naces were blown in in March clearly 
indicates the great gain the steel 
trade has made in production in only 
one month. It is believed that April 
output of pig iron will be still larger 
than in March, as the Carnegie Steel 
Co. and several independent steel com- 
panies will probably put blast furnaces 
in this month, unless there should be 
prospects of a shortage in the supply 
of coal due to the soft coal miners’ 
strike which started on April 1. 

Prices on pig iron and heavy finished 
steel products still show an upward 
tendency. Southern foundry pig iron 
has been advanced 50 cents per ton, 
and advances have also been made in 
prices at other important pig iron 
centers, notably Pittsburgh, Buffalo, 
and in the East. The only decline in 
heavy steel products was in steel cast- 
ings, leading makers having reduced 
prices $2 per ton last week. Taken as 
a whole, present conditions and the out- 
look for the heavy steel trade are better 
than at any time since the close of 1920, 
the severe depression in the trade hav- 
ing started early in the first quarter 
of 1921. The fact that prices on some 
lines of heavy steel products were ad- 
vanced, effective from April 1, led to 
heavy placing of orders in the last two 
weeks of March, which were very active 
in buying. Both jobbers and consumers 
have now covered themselves for some 
time ahead, and it would not be sur- 
prising if new buying in April shows 
a failing off as compared with the last 
half of March. 

The volume of business in hardware 
is larger now than at any time this 
year, and ‘April will no doubt show a 
large increase over last month. The 
coal strike is not expected to affect 
hardware products, even should it last 
for some time. The demand for spring 
goods has opened up nicely and garden 
tools, lawn hose, and other items are 
now moving briskly. There is a genu- 
ine building boom on in the Pittsburgh 
district, new building at present being 
more active than at any time in five 
or six years. 

Price changes in hardware in the past 
week, either advances or declines, were 
unimportant, with the single exception 
that leading chain makers have an- 
nounced a reduction in prices of trace 
chains, effective from April 1. The re- 
duction applies to electric welded trace 
chains, butt chains, stage chains, single 
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and double breast chains and tapered 
breast chains. Several makers of rail- 
road spikes and track bolts have ad- 
vanced prices about $5 per ton. We 
note that -prices on heavy steel prod- 
ucts, and on practically all lines of hard- 
ware, are very firm at present, some 
advances in the near future being ex- 
pected. 


Automobile Accessories. — Demand 
for accessories is getting better, and 
for tubes and tires is heavier now than 
for several months. There is some talk 
in the trade of advances in prices of 
accessories, but these are not expected 
for some little time at least. 


We quote from jobbers’ stocks, f.o.b. 
Pittsburgh, as follows: Miller Falls No. 
145 jacks, $4.75. Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in lots 
less than 50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each for 
over 100; Champion regular, 53c. each for 
i than 100, all sizes 50c. each for over 


Axes.—The spot demand is quiet, but 
jobbers report they are taking a fair 
number of orders for axes for fall de- 
livery. 


Local jobbers quote popular makes of 
axes as follows: Red Warrior, handled, 
single bitted, 34% to 4% Ib., $14.75 per doz. ; 
4 lb. to 5 Ib., $15.25 per doz.; Red Warrior, 
Comite bitted, handled, 3% Ib. to 4% Ib., 
$19.75 per doz.; 4 lb. to 5 Ib., $20.25 or 
doz. ; ened Warrior, unhandled, single bitted, 
3% ib. to 4% lb., $11.50 per doz.; 4 Ib. to 

b., $12 per doz. ; Red Warrior, unhan- 
dled, double bitted,'3%4 to 4% Ib., $16.50 
per doz. ; 4 Ib. to 5 lb., $17.50 per doz. 


Bolts and Nuts.—The volume of 
orders for nuts and bolts is showing 
some increase, the trade being of the 
opinion that possibly an advance in 
prices is not unlikely in the near future. 
We noted last week that some makers 
of machine and carriage bolts had with- 
drawn prices, and since that time they 
have made an advance of about 10 per 
cent, both in machine and carriage 
bolts, the discount on each now being 
70 and 10 off instead of 70-10 and 10 
as formerly. There is no doubt that 
what are regarded as official prices on 
nuts and bolts are being more closely 
adhered to than for some time. 


For large lots, either from makers’ or 
nom niga stocks, discounts are about as fol- 
ow: 

Machine bolts, small, rolled threads, 70 
and 10 per cent off list; machine bolts, 
small, cut threads, 70 and 10 per cent off 
list; machine bolts, larger and longer, 70 
and 10 per cent oft list; carriage bolts, % 
in. x 6 in.; Smaller and shorter rolled 
threads, 70 and 10 per cent off list; cut 
threads, 70 per cent off list: longer and 
larger sizes, 70 per cent off list; lag bolts, 
70, 10 and 5 per cent off list; plow bolts, 
Nos. 1, 2 and 3 heads, 60 and 10 per cent 
off list; other stvle heads, 20 per cent ex- 
tra; machine bolts, c.p.c. and t. nuts, %& 
in. x 4 in.; smaller and shorter, 65, 10 and 
5 per cent off list; larger and longer sizes, 
65 and 10 ver cent off list: hot pressed sq. 
or hex. blank nuts, $5.50 off list; hot 
pressed nuts, tapped. $5.25 off list; c.p.c. and 
t. sq. or hex. blank nuts, $5.25 off list ; ¢.p.c. 
& . Sq. or hex. blank nuts, tanped, $5 
off list; semi-finished hex. nuts: 4 in. to 
9/16 in. inclusive. 80, 10, 10 and 10 per cent 
off list: small sizes S. A. E., 80 and 10 
per cent off list; % in. to 1 in. inclusive. 
U. S. S. and S, A. E., 70, 10, 10 dnd 10 per 
cent off list: stove bolts in packages. 80 
and 3 tens and 5 per cent off list; stove 
bolts in bulk. 80, 3 tens and 2% per cent 
off list: tire bolts, 70, 10 and 5 ner cent off 
list; track bolts, carloads. 3c. base: track 
bolts, less than carloads, 3.75c. to 4c. base. 


Chain.—Effective from April 1, lead- 
ing makers of chain announce slight 
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reductions in prices on some types of 
harness chains, the discount on electric 
welded trace chains from that date 
being 20 per cent, butt chains 50-10 and 
5 per cent, stage chains 50-10 and 5 per 
cent, single breast chains 60 per cent, 
double breast chains 60 per cent, and 
tapered breast chains 50 and 10 per 
cent. Net prices on electric welded 
trace chains are now quoted by leading 
makers in large lots as follows: 
Approx. Proof 
Weight Test 
List per of 
Price 100 Each 
per Pairs, Chain, 
Pair Lb. Lb. 


6% ft. 8 link No. . -$0.70 650 1,000 


2 bo 


qf & tek Na. 3.... .75 690 1,000 
7% ft. 8 link No. 2.... .80 730 «1,000 
6% ft. 10 link No. 2.... .75 680 1,100 
7 ft. 10 link No. 2.... .80 715 1,100 
7% ft. 10 link No. 2.... .85 765 1,100 
8 ft. 10 link No. 2.... .90 800 1,100 
614 ft. 8 link No. 1.. 99 860 1,200 
7 ft. 8 link No. 1.... .95 910 1,200 
74% ft. 8 link No. 1.... 1.00 960 1,200 
7 ft. 10 link No. 1.... 1.00 960 1,400 
7% ft, 10 link No. 1.... 1.05 1,020 1,400 
8 ft. 10 link No. 1.... 1.10 1,080 1,400 
9 ft. 10 link No:.1.... 1.25 1,200 1,400 
7 ft. 8 link No. 0.... 1.10 1,090 1,700 
7% ft. 8 link No. 0.... 1.20 1,150 1,700 
7 ft. 10 link No. 0.... 1.25 1,190 1,900 
7% ft. 10 link No. 0.... 1.35 1,260 1,900 
8 ft. 10 link No. 0.... 1.45 1,330 1,900 
9 ft. 10 link No. 0.... 1.60 1,570 1,900 


The above prices are guaranteed 
against makers’ decline to April 1, 1923, 
as to stocks on hand by jobbers on the 
same date, and on all purchases made 
between April 1, 1922, and March 31, 
1923. 


Field Fenee.—Local makers report 
the demand as being quite active and 
look for a good volume of spring busi- 
ness. Local jobbers are quoting field 
fence, f.o.b. Pittsburgh, at 68 per cent 
off in carload lots, and 66 per cent off 
list in lots less than 1000 rods. 


Garbage Cans.—Several makers have 
made a reduction of about 10 per cent 
in prices on galvanized ash and gar- 
bage cans. 


Iron and Steel Bars.—-Effective from 
April 1, the minimum price on soft steel 
bars became firmly established at 1.50 
cents, f.o.b. mill Pittsburgh, but prior 
to that date large jobbers and con- 
sumers covered themselves ahead for 
some time at slightly lower prices, The 
demand for steel bars is more active 
than for some time, and this is also 
true of reinforcing steel bars. 


Local jobbers have advanced their prices 
and now quote steel bars rolled from billets 
at 1.60c. to 1.70c.: reinforcing bars rolled 
from billets, 1.60c. to 1.70c. base; re- 
inforcing bars rolled from old steel ’rails, 
1.50c. to 1.60c., and refined iron bars 2c. to 
2.25c., the higher prices being for large lots 
and the lower prices for small lots. 


Lawn Mowers.—As yet the demand 
from users of lawn mowers has not 
started, but jobbers are laying in fairly 
large stocks of the cheaper and high- 
priced mowers, in anticipation of a 
good demand to come later. There 
has been no change in prices over those 
adopted several months ago, these 
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prices being considerably lower than 
those quoted last year, more especially 
for the cheaper grades of mowers. 
Jobbers are quoting the cheaper ades 
of competition lawn mowers as follows: 
12-in., $5; 14-in., $5.50; 16-in., $6. Prices 
on high wheel ball bearing lawn mowers are 


quoted as follows: 15-in., $9; 16-in., $9, and 
18-in., $9.50 each. 


Nails.—Wire nails have been ad- 
vanced to jobbers from $2.40 base to 
$2.50 base by the Pittsburgh Steel Co., 
Union Arcade, Pittsburgh, and coated 
nails have been advanced from $1.90 to 
$2. Other advances made to jobbers by 
this company are as follows: Galvan- 
ized barb wire advanced from $3.05 to 
$3.15 per 100 lb.; galvanized staples 
from $8.05 to $3.15 per 100 lb. All of 
these advances became effective April 
Ts 


Poultry Netting. — Retailers were 
slow in placing their orders this year, 
but jobbers report that demand is now 
quite active, dealers intending to stock 
up quite heavily in view of an expected 
active demand in the near future. 

Jobbers quote as follows for shipment 
from stock, f.o.b. Pittsburgh: Poultry net- 
ting, galvanized after weaving, 50 and 5 
per cent discount; black wire cloth, 12 
mesh, $1.90 to $1.95 per 100 sq. ft.; gal- 
vanized, $2.40 per 100 sq. ft.; bronze wire 
cloth, 14 mesh, $6.75 per 100 sq. ft. 

Sheets. — Nearly all independent 
makers of sheets put the advanced 
prices in effect on April 1, these being 
2.25 cents for blue annealed, 3.15 cents 
for 28-gage black, 4.15 cents for 28- 
gage galvanized, and 4.50 cents on 22- 
gage auto body sheets. 


American Sheet & Tin Platé Co., 
Pittsburgh, has advanced prices on 
sheets $3 per ton. It is now quoting 
blue annealed sheets at $2.40; No. 28 
gage black sheets $3.15; 28 gage gal- 
vanized sheets $4.15; No. 28 gage auto 
body sheets $4.50. These are the prices 
that the independent sheet mills have 
been quoting for several weeks. The 
Youngstown Sheet & Tube Co., Youngs- 
town, Ohio, has made the same advances 


Office of HARDWARE AaGz, 
604 Mercantile Library Bidg., 
Cincinnati, Ohio, April 8. 


MPROVEMENT in general business 

conditions throughout the country is 
reflected in the hardware trade in this 
district. Local jobbers report that dur- 
ing the past two weeks they have been 
fairly busy and that in the last few 
days in particular, with good weather 
prevailing, they have been very busy. 
Dealers also report better sales, and 
in consequence there is a _ greater 
amount of optimism in the trade than 
kas been noticeable for many months 
past. 


Some jobbers report a number of 
lines to be rather scarce at the present 
time. Where formerly shipments 
would be received in from one to two 
weeks, the period in which goods can 
now be expected is running from three 
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in prices on wire products as made by 
the Pittsburgh Steel Co., mentioned in 
another section of this report. 

Dealers quote from stock, f.o.b. Pitts- 
burgh, as follows: 

Blue annealed sheets, 2.75c. to 3c.; No. 28 
gage Bessemer black sheets, 3.25c. to 3.50c., 
and No. 28 gage galvanized, 4.25c. to 4.50c. 


in small lots from store. Prices quoted 
depend largely on the size of the order. 


Steel Pipe—There is no longer any 
talk in the trade of a reduction in prices 
of steel pipe, on the contrary, there 
are reports that an advance may be 
made in the near future, April 15 being 
given as the date on which the advance 
may be made. There is no official in- 
formation obtainable as to the reported 
intention of the mills to advance prices, 
but it is a fact that two local jobbers 
say they have had a good business in 
the past week, buyers having placed 
orders ahead for some time, feeling 
that prices will not be lower and pos- 
sibly may be higher. What are re- 
garded as official prices on steel pipe 
have not been firmly observed for some 
time, and until this is the case it is 
hardly likely that an advance in prices 
will be made. For small lots from 
stock, local jobbers quote from stocks, 
f.o.b. Pittsburgh, about as follows: 

Black, 4-in., $2.71; %-in., $2.60; -in., 
$2.60 ; “ n., $3.22; %-in., $3.84; 1-in., 
5.380; 1%-in., $7.16; 14%4-in., $8.57; 2-in., 
11.52; 24-in., $18.23. Galvanized, %-in., 
4.33; -in., $4.55; %-in., $5.38; 1-in., 
TAGE 1%-in., $10.22; 1%-in., $12.23; 2-in., 
16.45. Above prices per 100 ft., f.0.b. 
Pittsburgh. 

Spikes and Track Bolts.—In our re- 
port of last week we noted the fact 
that at least one maker of track bolts 
had withdrawn prices and intimated 
that an advance in prices on both spikes 
and track bolts was likely to be made. 
This has occurred, the Republic Iron & 
Steel Co. having advanced prices on 
both spikes and track bolts $5 per ton, 
and it is intimated that the Lackawanna 
Steel Co. has made the same advance. 
The new demand for spikes and track 
bolts has been active for, some time, 
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to four weeks. This is taken to mean 
that manufacturers have very little 
stock of finished goods on hand, and 
when an order is received they are 
forced to make it up from the raw ma- 
terials. 

There have been few price changes 
recorded during the week. Screw 
manufacturers have advanced their 
prices from 15 to 25 per cent, and some 
manufacturers of bolts have also an- 
nounced a 10 per cent advance. Local 
jobbers have not as yet made a general 
advance in their quotations on these 
items, but wood screws and stove bolts 
have been marked up approximately 15 
per cent. 

In the automobile accessories branch 
the past two weeks has shown a great 
improvement, and jobbers report that 
where formerly orders consisted of four 
or five items, these are now running 
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and the market has been quite firm, 
Before the advance in spikes was made, 
a leading railroad sold 1000 kegs at $2 
base, f.o.b. Pittsburgh, but is now quot- 
ing $2.25 at mill. We now quote large 
railroad spikes at $2.25 base, per 100- 
Ib., and track bolts at $3.25 per 100-Ib., 
f.o.b. at mill, Pittsburgh. 


Stove Pipe——At least one maker of 
stove pipe has notified his trade that, 
effective on April 15, there will be an 
advance in prices on stove pipe, but 
there will be no change in prices on 
elbows, The expected advance in stove 
pipe is about 10 per cent, and is due 
to the higher prices ruling for black 
sheets. 


Wire Products.—As yet nothing has 
been given out in regard to the re- 
ported advance to be made in the near 
future on wire and wire nails. The 
market on wire nails in carload and 
larger lots to jobbers is very firm at 
$2.40 base, and on plain wire at $2.25 
per 100 lb., f.o.b. Pittsburgh. The mills 
report they are having a fair run of 
orders, but as yet jobbers are not in- 
clined to buy very far ahead. It is 
stated that the present spread between 
wire nails and wire is too little, this 
being only 15 cents per 100 lb. It is 
a certainty that with rods at $38 per 
ton at mill, the price of plain wire at 
2.25 cents at mill is not too high. 

Jobbers quote from stock, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over this price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $2.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these priges be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 
to 69% per cent for 1000-rod lots, and 66 to 


68% per cent for small lots, f.o.b. Pitts- 
burgh. 


from twenty to thirty items, In build- 
ers’ hardware, there is still much ac- 
_tivity, and jobbers and dealers report 
sales as being very encouraging. Some 
manufacturers are getting behind on 
their shipments, but local jobbers’ 
stocks are in good shape to take care 
of the demand. The paint business is 
booming and prices are very firm. 

The rapid growth in the demand for 
radio apparatus is reflected in the or- 
ders placed for machine screws, one 
jobber having received an inquiry for 
1,000,000 machine screws. The mill 
supply business is also much better, and 
several houses report that the month 
of March was the best in the past nine 
months. 

Automobile Accessories.—The demand 
for accessories is very much improved, 
and the size of the orders is greatly 
increased. Some price changes have 
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peen made recently; a notable one be- 
ing in the decline of replacement fen- 
ders which are now done to a pre-war 
basis. The demand for these fenders 
is very heavy at the present time. 
Spring cotters have also been marked 
down approximately 10 per cent. Noth- 
ing further has been heard of the ru- 
mored advance in tire prices, and re- 
ports from jobbers indicate that the 
tire business this year will be one of 
the best they have experienced. 


Builders’ Hardware.—Jobbers and 
dealers report the demand as being very 
active. The price situation is firm, and 
the trade does not anticipate any de- 
clines. Deliveries from manufacturers 
are not so good as has been the case 
recently, Where orders formerly came 
through in one to two weeks, the usual 
period, now it takes from three to four 
weeks to get the goods on the shelves. 
The indications are that the building 
program in Cincinnati and district this 
year will be the heaviest for a decade. 


Bolts and Nuts—Some manufactur- 
ers have advanced prices approximate- 
ly 10 per cent, and local jobbers will 
put these into effect as soon as tabu- 
lated. The demand is steadily increas- 
ing. 

We quote from Cincinnati jobbers’ stocks: 
Machine bolts, small sizes, 70 and 5 off, 
larger a 60, 10 and 5 off; stove bolts, 80 
off; carriage bolts, small sizes, 60, 10 and 5 
off, large sizes, 60 off; semi- finished nuts, 
9/16 and smaller, 80, 10 and 10 off, larger 
sizes, 75, 10 and 10 off. 

Drills and Taps.—The demand con- 
tinues very fair. Approximately a 15 
per cent reduction in prices has been 
made by local jobbers on receipt of a 
similar reduction from manufacturers. 

We quote from Cincinnati jobbers’ stocks: 
Carbon drills, 65 and 5 off; high-speed 
drills, 50 and 6 off. 

Eaves Trough and Conductor Pipe.— 
The demand for these items at the pres- 
ent time is heavy, and the prospects 
for the spring and summer months are 
exceedingly bright. No price changes 
have been made and none are antici- 
pated. 

We quote from Cincinnati pabbers stocks: 
28 ga. 5-in. eaves trough, $4.00 per 100 ft. 
28 ga. $8-in. corrugat ted conductor pipe, 
$4.00 per 100 ft.; 3-in. corrugated conductor 
elbows, $1.51 per doz. 

Farming Tool Handles.—Spring busi- 
ness is opening up nicely, and jobbers 
and dealers report their sales as very 
encouraging, 

We quote from Ginatanesi jobbers’ stocks: 
straight hay forks, 4 Tt » $3. 10° er doz.; 

ft., $4 per doz.; 7 ft., $6 per doz.; bent hay 
ieeke 5% ft., $3. 65 per doz.; 6 ft., $4.65 per 
doz.; long manure forks, $2.65 per doz.; 
same wit straps, $4.65 = ios D shovel 
handles, $4.45 per doz.; e handles, 
$4.25 per doz.; cotton hoe Fy $2.15 per 
doz.; rake handles, $2 per doz. 

Files.—A reduction of approximately 
10 per cent has been made on some 
makes of files, and local jobbers have 
changed their prices accordingly. All 
makes of files are now quoted at 70 off. 


Galvanized Ware.—Galvanized ware 
is moving in fair volume, pails being 
particularly active. There have been 
no price changes, but it would not be 
surprising in view of recent advances 
by sheet mills of a slight advance were 
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made in the price of galvanized ware. 


We quote from Cincinnati jobbers’ stocks: 
Galvanized pails, 10 qt., 0 per doz.; 12- 
at. $2.25 per doz.; 14-qt., $2.50 per doz.: 16- 
gt, $3.25 per doz.; : vanized tubs, No. 0, 

4.75 per doz.; No. a $5.75 per doz.; No. 2, 

6.50 per doz.; No. 3, $7.60 per doz. 

Hose and Hose Reels.— With the 
coming of spring and warmer weather, 
there is a good demand for garden hose 
and hose reels. Local jobbers antici- 
pate a good season. Prices are firm and 
unchanged. 

We quote from Cincinnati jobbers’ stocks: 
Molded hose, - §00-ft. coils, ™% in., 8%c. 
per ft.; % in., 9%c. per ft.; % in., 10%c. 


per ft.; % in. 6- -ply in 50- ft. coils, 10%c. 
per ft.; % in. 6-ply, in 50-ft. coils, 12%c. 


Lawn Mowers.—The demand for lawn 
mowers is steadily increasing, and job- 


bers report some good orders during 


the week. Dealers, too, are commenc- 
ing to take orders for early delivery. 
The higher priced mowers appear to be 
in. greater demand than the lower 
priced ones. It is expected that the 
trade will be able to take care of all 
demands made upon it. Prices are firm. 


We quote from Cincinnati jobbers’ stocks: 
Cheap lawnmowers, 12-in., $4.70 ea.; 14- 
in., $4.95 ea.; 16- in., $5.20 ea.; medium 
bearing, 14-in., $7.50 ea.; 16-in., $7.75 ea.; 
better rae ball bearing, 14-in., $8.00 ea.; 
16-in., $8.35 ea.; 18-in., $8.75 ea.; five-knife 
high wheel ball bearing, 16-in., $11.25 ea.; 
18-in., $11.75 ea.; 20-in., $12.25 ea. 

Paints and Oils.—The paint business 
is booming and both jobbers and deal- 
ers report their sales as heavy. Job- 
bers in linseed oil and turpentine also 
report increased activity. Prices are 
very firm with the exception of lead 
which has been reduced 14 cent a pound. 


We quote from Cincinnati jobbers’ stocks: 
Ready-mixed house paints, $2.60 per gal.; 
linseed oil, in single barrels, 95c. per gal.; 
turpentine, in single barrels, 95c. per gal.; 
white and red lead, in 12%-lb. kegs, 12%c. 
per Ib. 

Nails.—There is still a steady demand 
for nails and recent developments 
would indicate that an advance of ap- 
proximately 10 cents a keg will shortly 
be made by the mills. Local jobbers 
are pretty well stocked with nails and 
are in a position to take care of all im- 
mediate demands. 

We quote from Cincinnati jobbers’ stocks: 
Common wire nails, $2.75 per keg base; 
cement coated nails, $2.30 per keg. 

Poultry Netting.—Poultry netting is 
moving in fairly heavy volume, and the 
indications are that the season’s busi- 
ness will be highly satisfactory. No 
price changes have been made and none 
are anticipated for the time being. 

We quote from Cincinnati jobbers’ stocks: 
Poultry netting, galvanized before weav- 
ing, 50 and 10 off; galvanized after weav- 
ing, 50 off. 

Rivets.—Rumors are current that 
rivet manufacturers will shortly an- 
nounce a substantial increase in their 
prices. In the meantime, however, Cin- 
cinnati jobbers are quoting all sizes at 
70 off. The demand is improving 
steadily. 


Roller Skates—Jobbers report the 
demand for roller skates as continuing 
very heavy and some of them have been 
forced to replenish their stocks to take 
care of it. Prices are firm and un- 
changed. 
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eae from Cincinnati arena A ore 
Boys all-bearing roller skates, $ 
pair; girls’ ball-bearing roller -& A "Pes 
per pair. 

Rope.—The demand for rope is still 
very fair, and manufacturers and job- 
bers see brighter prospects than for 
the past two years. No further price 
changes have been made and none are 
anticipated, at least for the time being. 


We quote from Cincinnati jobbers’ stocks: 
eons rope, 184%4c. per Ib.; sisal, 11%c. per 


Roofing Paper.—Nothing further has 
developed in regard to prices on roofing 
paper. It was anticipated that on April 
1 an advance in prices would be made, 
but no information has been received 
from manufacturers as yet as to what 
may be expected in the way of price 
changes. The demand for roofing paper 
continues good. 

We quote from Cincinnati jobbers’ stocks: 
Extra quality roofing paper, light, $1.50 per 
square; medium, $1.90 per square; heavy, 
$2.30 per square; extra quality, mineral 
surface, red or green, $1.90 per square. 

Screen Doors and Windows.—With 
the coming of warmer weather house- 
holders thoughts naturally turn to 
screen doors and windows, and if one 
is to judge by the orders placed to date, 
the season will be an excellent one. 
No further price changes are reported, 
and none are anticipated. 


We quote from Cincinnati jobbers’ stocks: 
Screen doors, common, 2-10 x 6-10, $20.00 
per doz.; 2-10 x 7 ft., $20. 50 per doz.; 3 ft. 
x7? tt., $21.00 per doz.; medium fancy, 2- - 
x 6-10, $28.25 per doz.; 2-10 x 7, $28. 
3x7 ft., $29.25. High ade, Fe 10 x 6- 10 
$46.50 per doz.; 2-10 x 7, fie 715; 3 x 7, $48.00 
Screen windows, extension type, 24x 37, 
$6.40 per doz.; 30 x 37, $8.00 per doz.; 36 x 
37, $9.25 per doz. 

Sash Cord.—Some manufacturers of 
sash cord have made a reduction in 
prices and local jobbers at once put 
these into effect, Makers of higher 
priced cords have made no announce- 
ment, but on the cheaper grades the 
reduction amounts to approximately 4 
cents a pound. 


We quote from Cincinnati jobbers” stocks: 
Silver lake cord, No. 8, 58c. per lb.; Frank- 
lin, No. 8, 36c. per Ib. 

Sash Weights.—The demand for sash 
weights continues good with prices un- 
changed at $1.85 per 100 pounds. 


Wagon Chains. — Manufacturers of 
wagon chains have made reductions of 
15 per cent in their priees, and local 
jobbers are changing their quotations 
accordingly. 

Wire Cloth.—The demand for wire 
cloth is improving steadily and some 
nice orders were placed <.uring the past 
week. Prices are being well main- 
tained. 

We quote from Cincinnati jobbers’ stocks: 
Black painted wire cloth, 12-mesh, $1.90 
per 100 sq. ft. 

Wheelbarrows.—Following recent re- 
ductions made by manufacturers, the 
demand for wheelbarrows showed a 
very healthy increase and can still be 
described as being heavy. Contractors’ 
barrows are in particularly good de- 
mand. 


We quote from Cincinnati jobbers’ stocks: 
Pan tray wheelbarrows, $5.25 ea.; con- 
tractors’ barrows, $5.80 ea.; concrete bar- 
rows, $6.25 ea.; wood wheelbarrows, $2.85 
ea. 
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Office of HARDWARE AGE, 
3725 Colfax <Ave., So. 
Minneapolis, Minn., April 8. 
EATHER conditions are now suit- 
able for the beginning of con- 
struction work .and this is expected to 
provide a big stimulus to retail hard- 
ware sales, which have already begun 

to show a decided improvement. 

Jobbers report a steady improvement 
in the volume of orders being received 
for spring merchandise for immediate 
shipment. Prices are considerably 
lower than last year and a good run 
of business is expected in garden tools, 
lawn mowers and garden hose. 

Manufacturing conditions continue to 
improve very slowly. 

Credit conditions with respect to ob- 
taining money for business purposes 
have greatly improved, so that funds 
are readily obtainable for business as 
well as construction work at reason- 
able rates of interest. 

Collections are gradually improving 
and the employment situation is much 
better than a few weeks ago. 

Prices seem to be very much more 
stable than for some time, and very 
few changes are being made on any 
important items of hardware stocks. 

Builders’ Hardware.—Building con- 
struction is now getting under way and 
considerable interest is now being 
manifested in builders’ hardware. Sales 
continue to increase steadily. 


Bolts.—Sales of bolts are showing a 
steady and healthy improvement al- 
though no particularly large volume 
has developed as yet. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60-190 per 
cent; large carriage bolts, 60 per cent; 
small machine bolts, 60-10-10 per cent; 
large machine bolts, 60-5 per cent; stove 
bolts, 80 per cent; lag screws, 65 per cent. 


Brads.—Demand for brads is rapidly 
improving for such dealers as sell to 
the sash and door trade. Prices remain 
the same. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 


Churns.—Demand for churns is just 
beginning to show itself, although no 
large amount of business is expected 
because of large number of creameries 
throughout the territory taking prac- 
tically all the available supply of cream. 
Prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Belle, barrel type, churns, 
40-5 per cent fromm lst. 


Clipping and Shearing Machines.— 
While some interest is being shown 
very few actual sales are being made 
just at this time. No price changes 
have been recorded. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 1 Stewart Hand Clipper, 
33 Stewart No. 8 Hand Shearing machine, 


Eaves Trough, Conductor Pipe and 
Elbows.—There is an increased demand 
for this line but no large volume can 
be expected until later in the season. 
Prices remain as last quoted. 


We quote from jcbbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 ga., 5 in., lap 
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joint, single bead, $4.50 per 100 ft.; 3 in. 
conductor pipe, 28 ga., corrugated, $4.50 


per 100 ft.; ‘elbows, 8 in., corrusnted, $1.63 
per doz. 


Files.—Sales of files afe increasing 
gradually as the season opens, and a 
good volume of business is expected. 
Prices remain as for some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent: Disston files, 
70-10 per cent. 

Galvanized Ware.—This line is begin- 
ning to move more freely and there is 
an increasing demand. Prices are the 
same. 


We quote from jobbers’ as | f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No, 8, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; standard 10 quart Solvanineé pails, 
$2. 15 per doz.; 12 quart, $2.35; 14 quart, 
$2.70; standard 16 quart stock pails, $4.25; 
18 quart, $4.80: heavy stock pails, 16 quart, 
$6; 18 quart, $7.35. 

Glass and Putty.—There is a slight 
improvement in sales of glass and 
putty. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent, 
from standard lists. Putty in 50 lb. drums, 
ne per cwt.; 25 Ib. drums, $4.55 per 
cwt. 


Hose.—There is practically no retail 
business as yet, but this should develop 
toward the latter part of the month. 
Prices remain stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five ply, 3.4 inch, 11%4c. per 
foot; 3 ply, competition hose, 9%c. per foot. 

Lawn Mowers.—Jobbers report a 
fairly satisfactory demand on the part 
of the dealers, but it is teo early for 
any retail demand. Prices continue 
without change. 

We quote from jobbers’ stocks, f.o.b. 
Twin ties: Philadelphia lawn mowers, 
Style C and E, 30 per cent; style A and 
K, 25 per cent from standard lists; River- 
side ball bearing, 16 inch, $8.35 each. 

Nails.—Sales of nails are very satis- 
factory and a very large volume of 
business is expected. Prices show no 
further change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, ‘$3. 35 
base; Cement coated nails, $2/80 base. 


Paper.—Building papers are now 
moving more freely and an increasing 
volume of business is to be expected. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 
cwt.; rege felt, $1.42 | ea cewt.; red rosin 
sheathing, $2.44 per cwt 


Planters.—Sales of this line will not-- 


develop for at least two weeks. Prices 
remain as first announced. 


We quote from jobbers’ stocks, f.o.b 
Twin Cities: Acme potato planters, $6.75; 
Acme corn planters, $9.75. 


Poultry Netting.—Retail demand is 
now beginning to show itself and a very 
satisfactory volume of business is ex- 
pected. Prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Sassen poultry netting, 55 
per cent from standard lists 


Rope.—There is a steadily increasing 
demand for rope of the better grades. 
Stocks are ample. Prices remain as 
last quoted. 


We aquote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19%c. per 
Ib. base; pure sisal rope, 16%c. per Ib. 


base. 





Sandpaper.—The volume of business 
being done in this line has shown a 
substantial increase, especially for such 
dealers as are able to sell to the sash 
and door trade. Prices remain as last 
recorded. 

We quote from jobbers’ stocks, f.o.b, 
Twin Cities: Best grade, No, 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No, 1 garnet paper, $15 per ream. 

Sash Cord.—While actual deliveries 
are not large as yet, much interest is 
being shown in sash cord and a large 
volume of business is expected. Prices 
show no change. 

uote from jobbers’ stocks, f.0.b. 
Twis ties: Best grades, 65c. per lIb.; 
ordinary grades, 36c. per lb. 

Sash Weights.—Construction work 
has not progressed far enough to make 
any demand for sash weights at this 
time. Prices remain the same. 

We quote from jobbers’ stocks, f.o.b 
Twin Clties: $2.20 per cwt. 

Screen Doors and Window Screens.— 
Dealers are placing orders for their 
spring needs in good volume. Prices 
remain as first announced. 

We quote from jobbers’ stocks, f.o0.b. 
Twin Cities: Common screen doors, 2-8 x 
6-8, $20.95 per doz.; fancy screen doors, 
2-8 x 6-8, $35.40 per doz.; Sherwood adjust- 
able window screens, 24-in., $7.05 per doz.; 
Wabash extension, 24-in., $6.20 per doz. 

Screws.—Sales of screws are show- 
ing considerable improvement and a 
fairly satisfactory volume of business 
is now being received. Prices remain 
as last quoted, although there is some 
talk of changes. 

° ate from jobbers’ stocks, f.0.b. 
Twit ties: Flat head bright screws, 85-5 
per cent; round head blued screws, 8214 per 
cent; flat head jJapanned screws, 7734 per 
cent; flat head brass screws, 80-5 per cent; 
round head brass screws, 77% per cent. 

Tacks.—Sales of tacks show some 
improvement, especially bill posters 
tacks. Prices remain unchanged. 

We quote frum jobbers’ stocks, f.0.b. 
Twin Cities: American cut, 8 oz., 60c. per 
doz, packages; tinned carpet, 8 oz.,; 60c.; 
blued carpet, 8 0z,, 65c.; double point, 11 
0z., 36c. 

Tin Plate—Sales remain of fair 
volume only, but are showing some im- 
provement. Prices remain as _ last 
quoted. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Furnace coke, ICL, 20 x 28, 
$13.55; roofing tin, IC, 20 x 28, 8-Ib. coat- 
ing, $13.50. 

Wire Cloth.—Very little retail inter- 
est is being shown just at this time. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
‘win Cities: Black, 12 x 12 mesh, $1.10 per 
100 sq. ft.; galvanized, $2.40 per 100 sq. ft. 

Wire——Demand for wire is begin- 
ning to show a substantial improve- 


ment and a very satisfactory volume of 


business is expected to develop. There 
are rumors of a possible increase in 
prices as one or two mills have already 
advanced their prices. No change has 
been. reported as yet. 

We, quote from jobbers’ stocks, f.o.b. 
Twin’ Cities: Barb wire, painted cattle, 
0 rod spools, $ eit: galvanized cattle. 
$3.26; painted hog wire, $3.07; galvanized 
ho wire, bare’ 49; Smooth black annealed No 

9. "$3.20 r cwt.; Smooth galvanized an- 
Hh ny $3.7 70 per cwt. 
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Verified Radio Directory 


(Continued from page 72) 















Radio Accessories (Extras not generally included in 
sets). 


*Indicates manufacturers of aerial wire, as well as 
general extras. 

Acme Apparatus Co., 190: Massachusetts Ave., Cam- 
bridge, Mass. (Acme) 

Adams-Morgan Co., Upper Station, Montclair, N. J. 
(Paragon 

American Electro Tech. Appliance Co., 235 Fulton St., 
New York (Aetco 

American Pattern Fdry, & Mch. Co., 82 Church St., 
New York (Ampco 

American Radio arch Co., Medford-Hillside, 
Mass. (Amrad) 

Ana. Frank A. D., 1882 Jerome Ave., New York 

ada 

ae Radio & Elec. Co., 246 Greenwich St., New 
York (Beacon) 

Brach Mfg. Co., Newark, N. J. (Brach) 

Burgess Battery Co., Madison, Wis. (Burgess) 

Clapp-Eastham Co., 161 Main St., Cambridge, Mass. 
(Clapp-Eastham) ; 

Continental Fibre Co., Newark, Del. (Bakelite-Dilecto) 

Corwin, A. H., & Co., 4 West Park St., Newark, N. J. 
(Radisco) ‘i 

Crosley Mfg. Co., Blue Rock & B. & O. Ry., Cincin- 
nati, Ohio (Crosley) 

Diamond State Fibre Co., Bridgeport, Pa. (Conden- 
site-Alvion) 

Electric Specialty Co., 211 South St., Stamford, Conn. 

*Empire Radio Equip. Co., 271 West 125th St., New 

ork (Empire) 
Essex Ms 9 5 opel Co., 31 New St., Newark, 
. (E. 


‘ > & 
Everett Elec. Corp., 820 Broadway, New York 
(Everett-Splitdorf) 
Freed-Eisemann Radio Corp., 255 Fourth Ave., New 
York (Marvel & Resounda) 
General Apparatus Co., 88-N Park Pl., New York 
A . 


General Insulate Co., 1008 Atlantic Ave., Brooklyn, N. 
Y. (Insulate : 

General Radio Co., Cambridge, Mass. (General) 

Hatfield Elec. Co., Indianapolis, Ind. (Hatfield) 


Holtzer-Cabot Elec. Co., Roxbury, Boston, Mass. 
(National) 

Jackson Battery Co., 1124 Jackson Blvd., Chicago 
(Jaxon) 

Jewett Mfg. Co., Inc., Newark, N. J. (ABC) 

Kalb Elec. Co., 7323 Manchester Ave., St. Louis, Mo. 
(Keco) 

Keystone Radio Co., Greenville, Pa. (Keystone) 

Magnavox Co., 370 Seventh Ave., Oakland, Cal. 
(Magnavox) 

Manhattan Electrical Supply Co., Inc., 17 Park Pl., New 
York (Manhattan & MesCo) 

Marshall-Gerken Co., Toledo, Ohio (M G) 

Murad Laboratories, Asbury Park, N. J. (Mu-Rad 

National Motor Accessories Corp., 253 Broadway, New 
York (Naco) : 

Newman-Stern Co., Cleveland, Ohio (Newman-Stern, 
T Eagle, & NAA) 

Precision Equip. Co., Inc., Peebles Corner, Cincinnati, 
Ohio (Ace) 

Radio Corp. of America, 233 Broadway, New York 
(General Electric) ; 

Raymond Engineering Corp., 309 Lafayette St., New 
York (Raymond) 

Riley-Klotz Mfg. Co., 17 Mulberry St., Newark, N. J. 
(Arkay) 

mers: Specialty Co., 18 Walnut St., Keyport, N. J. 


Ship Owners Radio Service, Inc., 80 Washington St., 
New York (Sorsinc) 

Stanley & Patterson, 29 Warren St., New York 
(De Veau) 

Tresco, Davenport, Iowa (Tresco) 

Tuska, C. D., & Co., 263 High St., Hartford, Conn. 
(Tuska) 

Westfield Machine Co., Westfield, Mass., (WMC) 

Weston Electrical Instrument Co., 27 Weston Ave., 
Newark, N. J. (Weston) 

Wireless Specialty Apparatus Co., Boston, Mass. 


Radio Instruction. 


National Radio Institute, Washington, D. C. 

International Correspondence Schools, Scranton, Pa. 
Sidbenel Radio Institute, Inwood Station, New York. 
Y. M. C. A. School, 152 East 86th St., New York City. 
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SouTHERN HARDWARE JoBBERS’ ASSO- see. Convention and Exhibition, Chat- ters, Heidelburg Hotel. E. R. Gross, 








CIATION CONVENTION, New Orleans, La., 
April 18, 19, 20, 21, 1922, Headquar- 
ters, St. Charles Hotel. John Donnan, 
secretary-treasurer, Richmond, Va. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. F. D. Mitchell, 
secretary - treasurer, 4106 Woolworth 
Building, New York City. 


Op GuarRD SOUTHERN HARDWARE 
SALESMEN’S ASSOCIATION CONVENTION, 
St. Charles Hotel,, New Orleans, La., 
April 19, 1922. R. P. Boyd, secretary- 
treasurer, Knoxville, ‘Tenn. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of 
Alabama, Florida, Georgia and Tennes- 





tanooga, Tenn., May 9, 10, 11, 12, 1922. 
Walter Harlan, secretary, 460 St. 
James Building, Jacksonville, Fla. 


CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 


LOUISIANA RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, 
New Orleans, May 22, 23, 24, 1922. R. 
D. Nibert, secretary, Bunkie. 


AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 1922. 
Headquarters, Hotel Washington. A 
H. Chamberlain, secretary - treasurer, 
Marbridge Building, Thirty - fourth 
Street and Broadway, New York City. 


- Mississipp1 RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, Jack- 
son, May 24, 25, 26, 1922. Headquar- 


secretary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Chicago, IIl., June 
19, 20, 21, 22, 23, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, III. 

New York State Reta. HARDWARE 
ASSOCIATION CONVENTION AND EXPosI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George A. 
Fiel, secretary, 10 High Street, Boston, 
Mass. 
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Industry Demands Early Action on Tariff 


Congress Urged to Speed Up Work on Revision of 
Rate Schedules— Federal Government to 
Keep Hands Off in Coal Strike 


Washington, April 10, 1922. 


STENTORIAN demand is com- 
A ing in upon Congress from: all 

parts of the country for the 
speedy enactment of the pending tariff 
bill and the early adjournment of the 
Senate and House. Business men, es- 
pecially, are calling upon their Sen- 
ators and Representatives to expedite 
the passage of the bill in order that 
industry may know where it stands and 
commerce be relieved of the uncertain- 
ties that have hampered it throughout 
the fifteen months since Chairman 
Fordney, of the Ways and Means Com- 
mittee, opened the hearings on the 
pending measure. 

Within the past week the agricul- 
tural bloc in the Senate, which has 
done more than any other influence to 
prevent speedy action on the tariff, has 
come out in a declaration that the coun- 
try is tired of delay and that the rep- 
resentatives of the farmers in Congress 
will henceforth insist upon the utmost 
expedition in finally disposing of the 
Fordney-McCumber bill. While this 
declaration comes with a poor grace 
from the men who have demanded more 
hearings and exerted a greater influ- 
ence in the shaping of the bill than any 
other single class, it undoubtedly re- 
flects public sentiment throughout the 
country and will aid in speeding up the 
coming Senate debate. 


No Law Before July 


From every quarter inquiries are 
pouring in as to the probable date when 
the new schedules will become effective. 


By W. L. CROUNSE 


No one can answer this interesting 
question, but at this writing it seems 
probable that the bill will not become 
a law before July 1 next. 

The Congressional leaders will be glad 
to have the statute take effect with the 
beginning of the new fiscal year, as it 
would greatly facilitate governmental 
accounting, but it is realized that much 
yet remains to be done before a new 
tariff law can be placed upon the stat- 
ute books, and it will surprise no one 
if the final passage of the bill is delayed 
until early in August, / 

Six or eight weeks is not an unpre- 
cedentedy long period for the Senatorial 
debate on the pending bill. A fortnight 
usually suffices for the consideration of 
the measure in conference for the pur- 
pose of harmonizing the diverse pro- 
visions of the Senate and House drafts 


of the bill, but from present indications - 


some of the vital issues in the measure 
will be left to be determined by the 
conference committee, which is likely 
to spend a full month bringing about 
a final agreement. American valuation 
and the proposed embargo on dyestuffs 
will be among the bones of contention 
in conference, and even with the mer- 
cury in Washington flirting with the 
100 deg. mark, it will be surprising if 
these important controversies can be 
disposed of under four or five weeks. 

Business, therefore, while hoping for 
the best, should prepare for the worst. 
The Congressional Palm Beach suit 
promises to be well worn before the 
new tariff bill is enacted. 

With the coal strike a fortnight old 


and almost nation-wide, there has been 
much speculation as to the attitude that 
would be assumed. by the Federal Gov- 
ernment, either to bring about an under- 
standing between the operators and the 
miners or to protect the consumer in 
case a protracted strike should threaten 
the industries of the country or the 
comfort of the people. The develop- 
ments of the past few days have shed 
considerable light on these problems, 
especially ‘with respect to the imme- 
diate policy of the White House. 

For his guidance in keeping tab on 
this big ruction, the president is depend- 
ing chiefly upon Attorney General 


Daugherty. The head of the Depart- 


ment of Justice is an old personal friend 
of Mr. Harding’s and commands his 
unlimited confidence. os 

The Attorney General -has decided 
that, for the present at least, the ex- 
ecutive will pursue a hands-off policy, 
but will observe vigilantly all develop- 
opments chiefly for the purpose. of pro- 
viding co-operation with the state gov- 
ernments in the event oz violence in 
the coal fields. At this stage of the 
game nobody in Washington believes 
that the consumer is threatened with 
privation in view of the fact that winter 
is now over, coal consumption is at a 
minimum, while stocks above ground, 
especially of bituminous coal, are un- 
precedentedly large. 


Outlook for Next Winter 


Should the coal strike last all sum- 
mer, it would take on a new and seri- 
ous phase and would necessitate care- 
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it comes, tie it to your counter 


where it will actually help you 
sell garage sets. 





nt 


Cee ee ee 


Re i ee ee ae 


ma a i ate aT 
tes BY ome 





A quick sale, 
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and a satisfactory sale all around 





MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, win- 
dow and screen hardware, 
cabinet hardware, steel 
door mats and wrought 
specialties. 


Pee selling of a set of McKinney 
Garage Door Hardware is quick 
because you séll the set as a unit—every- 
thing needed for the hanging and opera- 
tion of a garage door is packed in a 
single box. 


There is no time consumed assembling 
the various articles of hardware, no 
wrapping, no adding of prices. Each 
set is complete from track to screws. No 
chance of anything being forgotten. 


It is a satisfactory sale because you 
know you are giving your customer a 
set of hardware that is of the highest 
quality throughout— McKinney made— 
a set which will not only carry his door 


perfectly, but which will give him long 
years of service. 

Write today for our interesting book 
which shows pictures and simple erecting 
plans for all types of garage doors, slid- 
ing-folding, swinging and around-the- 
corner types—together with illustrations 
and ordering numbers for the McKinney 
sets which correspond with each door. 
Ask us for the McKinney Garage Door 
Hardware Book. 

When the book comes, tie it to your 
counter so that it can be consulted by 
you and your customers. It will be ex- 
tremely helpful to a customer in de- 
termining just what kind of a door he 
requires, 


MCKINNEY 
Complete Garage Door Sets 


McKINNEY MANUFACTURING COMPANY, PitrsspurcH 


Western Office, Wrigley Bldg., Chicago 


Export Representation 
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ful consideration of the problem as to 
how the people are to be protected 
through a long, cold winter. At pres- 
ent the administration is disposed to 
let the operators and miners play the 
game without interference, but with the 
distinct understanding that they shall 
observe Marquis of Queensbury rules 
and not hit below the belt, 

Briefly summarizing the administra- 
tion’s attitude toward the coal strike, 
here are the salient points: 

The President will not interfere at 
the present stage even to bring about 
a conference between operators and 
miners. 


Will Not Permit Violence 


In case of violence, governments of 
the States in which it occurs will be 
expected to handle the situation as ef- 
fectively as possible, but the federal 
forces will be at the disposal of such 
governors as may request assistance. 

In view of the large supply of coal 
above ground, the President will not 
now consider the interests of the con- 
sumer, but if the strike is still on 
when cold weather rolls around, earnest 
consideration will be given to the sit- 
uation with a possibility that Federal 
operation of the coal mines, either with 
or without Congressional authority, may 
be resorted to. 

The Attorney General will not toler- 
ate any increase in coal prices at this 
time, and will refuse to recognize the 
right of either operator or dealer to 
boost the price of coal heretofore mined 
on the ground of a prospective short- 
age. 

In order that there may be no pos- 
sible misunderstanding of the attitude 
of the government, the Attorney Gen- 
eral has prepared a brief formal state- 
ment which is as follows: 


Daugherty’s Statement 


“At no time has the government 
taken either side as to the merits of 
the matter in dispute and contention. 
I was of the same opinion held by the 
President, the Secretary of Labor and 
practically everybody connected with 
the government that the big operators 
should have waived any technical ob- 
jection and met the miners prior to 
April 1, notwithstanding the fact that 
the miners, previous to that time, had 
themselves refused to meet the oper- 
ators. It was no time to stand on tech- 
nicalities; that time is past. 

“The government is interested, as 
representing the American people, in 
seeing that order is preserved and 
ptoperty protected. I see no evidence, 
and I hope there will be none, of any 
violation of the law in connection with 
the so-called strike. 


Both Sides Have Rights 


“Men have a right to quit work and 
men have a right to employ other men 
or such terms as may be agreed upon. 
The resources of the country belong to 
and are for the use of the entire coun- 
try. Fuel is indispensable to transpor- 
tation, and transportation and fuel are 
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indispensable to the commerce of the 
country and the health and comfort of 
the people. 

“If there should be any disorder, 
which I hope there will not be and I 
see no reason at this time for believing 
there will be, then it will fall upon the 
several States and localities to see that 
order is restored. If that cannot be 
cone by local and State agencies whose 
obligation it is first to perform these 
functions, then the government will 
perform whenever its duty in the prem- 
ises may be. 

“This is a country of law and order; 
property and life and business must be 
made safe, If those on both sides of 
this disagreement will keep down pas- 
sion and keep out falsehood, misrepre- 
sentation, poison and malice; as reason- 
able and sensible men are expected to 
do, the public will not suffer and prob- 
ably neither side will suffer so much.” 


Congressmen Growing Nervous 


But while the White House is follow- 
ing a policy of watchful waiting, Con- 
¢ress is getting restive over the coal 
situation. The entire 435 members of 
the House and thirty-two of the ninety- 
six Senators will stand for re-election 
during the coming summer, and the 
national coal strike with all its ramifi- 
cations involving the attitude of public 
men toward labor and toward captains 
of industry looms up as a big factor in 
the coming contest. 

Congressmen are growing progress- 
ively nervous with the approach of 
election day, and just at present any 
proposition that concerns either organ- 
ized labor or the interests of the dear 
fzermers is carefully examined and as- 
sayed for a dynamite content. Every- 
body on Capitol Hill thinks twice before 
he speaks in these thrilling pre-election 
days. 

The pro-labor leaders of the House 
have naturally seized upon the refusal 
of the operators to meet the miners as 
a basis for a demand for an early con- 
ference. The mere fact that the min- 
ers first refused to meet the operators 
and that everybody conceded a strike 
to be inevitable is quietly ignored. 


Nolan Invites Operators 


Representative Nolan of California, 
who served for many years as a union 
labor official before coming to Con- 
gress and who is now chairman of 
the House committee on labor, has 
obtained authority to invite a number 
of representative operators and the 
miners’ union leaders to meet in Wash- 
ington for the purpose of laying the 
foundation for an agreement to call off 
the strike. This may or may not re- 
sult in a big confab here and it is al- 
together possible that concessions may 
be made by both sides that will result 
in the speedy reopening of the mines. 

There is a strong feeling here that 
the miners are prepared to recede sub- 
stantially from the position they have 
heretofore taken. They are beginning 
to appreciate the fact thatthe war 
is over and that an increase in the 
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basic day wage from $2.84 in 1913 to 
$7.50 to-day can hardly be indefinitely 
maintained. 


That “Ideal Work Day” 


. The union leaders’ proposal to estab- 

lish a six-hour day and a five-day week 
is so preposterous that many members 
of the House, despite the desire to 
stand well with organized labor, are 
disposed to very sharp criticism, 
Representative Black of Texas, has 
figured that this scale would involve 
an extra annual cost to the public for 
coal of $244,000,000, a calculation John 
L. Lewis, president of the United Mine 
Workers declares to be “absurd” al- 
though he does not say why. 

There is some talk in the Senate, 
especially among radical Republicans 
and members of the minority, of requir- 
ing some branch of the Federal Gov- 
ernment to take over the mines, re- 
employing the miners on an entirely 
new basis, and paying the mine owners 
a fixed rate on their investments. 
Those advocating this plan declare the 
consumers would save two or three 
dollars per ton in the current price of 
anthtacite coal and a dollar or more 
in the cost of bituminous. 

But while this pot is boiling merrily 
in Washington, the consumer can con- 
tent himself for the present at least 
with the comforting assurance that 
there is plenty of coal on the dumps 
and in the dealers’ yards and that the 
Department of Justice will not stand 
for any boosted retail price. 


Deficit Does Not Scare Mellon 


Secretary of the Treasury Mellon 
is not greatly alarmed over the drop 
of more than $60,000,000 in the receipts 
from income taxes payable on March 
15. He believes that in view of the 
large sums now being daily collected 
in the form of back taxes and miscel- 
laneous internal revenue, the Treasury 
will finish the current fiscal year on 
June 30 next with a fairly good show- 
ing. 

But the future is another story. The 


outlook for the fiscal year beginning’ 


July 1 next is far from rosy. There is 
every reason to believe there will be 
a drop of not less than $215,000,000 
in the budget estimate of $1,715,000,000 
to be collected on account of income 
and profits taxes. 

Here we have another argument 
against the soldiers’ bonus and in favor 
of the utmost economy in Federal ex- 
penditures. 

It is not surprising that members of 
Congress who favor a sales tax shouid 
promptly seize upon these rather pessi- 
mistic calculations to advocate a radical 
change in the method of assessing and 
collecting Federal taxes. A member 
of the Ways and Means Committee, 
who has not heretofore actively urged 
the sales tax, said to me a day or two 
ago: 

Must Have Lower Rates 
“I am satisfied that this country will 


never see a return to a full tide of 
prosperity until income tax rates are 


Reading matter continued on page 96 


Carn rarmrare ram Pn aeoe aes eae amramramramramrammnmrimr ie irincinouc CICICIOIVICICICICICI NNUOUNIUNUNIONONMIES 7 





April 13, 1922 HARDWARE AGE 


95 


PAICILICICICICIOIICICIC ALICIA DQOOOAMAMIMCIONIOCIMICICNIO OO 


From Coast to Coast— 


Builds 
Bigger 
Business— 


In populous New York; bustling Chicago; progressive San Francisco; 
in scores of the cities between; and on the traveled highways, 
gigantic, beautifully designed pictorial bulletin boards tell of 
R-W hardware. 


Leading publications, like Good Housekeeping, House & Garden, 
and House Beautiful carry the R-W story right into the homes of 





the ultimate consumer. 


Great business papers—Hardware 
Age, National Hardware Bulletin, 
Building Age, National Builder, 
American Builder, American 
Architect, Architect & Building, 
and similar media place the facts 
of R-W leadership before the 
men who plan, build and sell. 


Philadelphia 


“‘Slidetite,’’ manufactured s 
by Richards-Wilcox, is the 
original sliding-folding gar- 
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Minneapolis Chicage New York 


Boston St. Louis 
RICHARDS-WILCOX C 
Winnipeg LONDON, ON 


Richards-Wilcox Manufacturing 
Company is the unquestioned 
leader in the field of builders’ 
hardware advertising. Every 
effort made by them and every 
dollar invested in their advertis- 
ing does its share toward send- 
ing you more business. 


Cleveland 
Indianapolis 
ANADIAN CO iL? 
T. Montreal 
3, “Slidetite’’garage door hard- 
re 2 ware is widely imitated. 
c “Imitation is the sincerest 


form of flattery.” 
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very substantially reduced. As there 
is no reason to believe that we can cut 
our budget much below current figures, 
this means that we must change the 
present system of taxation and provide 
a method of raising revenue that will 
not throttle industry and hamper com- 
merce at every turn. 

“Under the existing income tax 
schedules no man with an income of 
more than $10,000 a year can afford 
to own either common or preferred 
stocks of our big industrial corpora- 
tions on an investment basis. This 
means that thousands of millions of 
dollars which in pre-war days would 
have been available for the mainte- 
nance and extension of big industrial 
operations of all kinds are now being 
withdrawn from trade channels and 
invested in tax-free Federal, State and 
Municipal securities. Everybody knows 
this, for the fact has been dinned into 
the ears of the public for more than a 
year. 


Should Have Adopted Mellon’s Plan 


“The Ways and Means Committee 
recognized it when it gave heed to Sec- 
retary Mellon’s recommendation that 
the maximum surtax on incomes should 
not exceed 25 per cent. We voted a 
maximum rate of 85 per cent because 
we felt that the House would not stand 
for a 25 per cent level and, as every- 
body knows, we were finally beaten in 
conference because the Agricultural 
bloc leaders obtained control of the 
situation in the Senate and insisted on 
boosting the maximum surtax to 50 per 
cent. While this is lower than the 65 
per cent rate of the old law, it is no 
better relatively in view of the reduced 
earnings of industrial corporations 
compared with war times and there is 
to-day the same inducement to men of 
means to ‘put their capital into tax- 
free securities and quit worrying’ as 
there was before the latest revision of 
the Internal Revenue laws was begun. 

“What I would like to see would be a 
50 per cent reduction in all income 
taxes, both normal and surtax, and the 
closing of the deficit in the revenues 
by the enactment of a 1 per cent sales 
tax to be levied only upon the ultimate 
sale to the consumer. It may sound 
like an incredible statement but I be- 
lieve it to be absolutely sound that, 
after a year or two with such a sales 
tax law upon the statute books, it would 
be possible to reduce the rate to one- 
half of 1 per cent because of the sub- 
stantial increase in income tax collec- 
tions that would follow the elimination 
of the prohibitory surtaxes now in 
force. 


Lower Rates Would Mean More 
Revenue 


“I am thoroughly convinced that if 
the income tax rates should be reduced 
one-half, there would be an enormous 
increase in the total amount invested 
in taxable securities as the incentive to 
buy tax-free bonds paying 4 to 4% per 
cent would entirely disappear. We 
would then have the rather surprising 


Reading matter continued on page 98 


HARDWARE AGE 


but altogether satisfactory result of 
an increase in net collections from in- 
comes brought about by a cut in rates. 

“I realize that the sales tax is a 
bugaboo in some quarters and is 
strongly opposed by the so-called agri- 
cultural bloc, the members of which 
take a very narrow and altogether sel- 
fish view of the situation. I believe, 
however, that if the matter were better 
understood, Congress would be willing 
to make the experiment and I am satis- 
fied that if we started off with a rate 
of 1 per cent on ultimate sales to con- 
sumers, at the same time cutting the 
income rates in half, the collections 
from the latter source would soon swell 
to a point that we could reduce the 
sales tax rate, if not eliminate it al- 
together.” 

While this is an optimist’s view of 
the matter it is certainly entitled to 
consideration, for daily developments 
in connection with the national reve- 
nues are making it increasingly ap- 
parent that the present income tax 
system is a mill-stone around the neck 
of our highly esteemed Secretary of the 
Treasury. 


Would Tax Gasoline 


The proposition to tax gasoline which 
was discussed and finally abandoned 
during the recent revision of the In- 
ternal Revenue laws, is again being 
brought forward though on a some- 
what different basis. The project now 
being discussed provides for the enact- 
ment by all States of statutes imposing 
a flat rate on gasoline the proceeds to 
be employed for road improvement. 

This plan would also provide for the 
repeal of all State laws taxing auto- 
mobiles and for a nation-wide reci- 
procity among the States in permitting 
the indiscriminate use of their high- 
ways. A variation in the plan sug- 
gested by certain members of Congress 
proposes that the Federal Government 
shall assess and collect the gasoline tax 
and pro-rate it among the States in ac- 
cordance with the number of auto- 
mobiles registered therein. This plan, 
it will be noted, would impose no addi- 
tional burden upon motorists as it is 
calculated that the proposed gasoline 
tax would not exceed the amounts now 
collected by the several States in the 
form of direct tax on cars. 

The universal reciprocity feature of 
this plan is attracting much favorable 
attention in Washington for the reason 
that there is here a long standing feud 
with Maryland because of the fact that 
residents of that State may traverse 
the fine asphalt pavements of Washing- 
ton at their pleasure for a nominal 
license fee of $5 per annum while it 
costs residents of Washington about 
$20 a year to run a single mile over 
the Maryland highways. Many sena- 
tors and representatives are car own- 
ers, hence this local issue may ultimate- 
ly assume national proportions. 


Washington Wants Daylight Saving 


Notwithstanding the fact that the 
farmers who feared they would get 
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their feet wet in the early morning dew 
some time ago forced the repeal of the 
Federal daylight saving law, a moy. 
ment is on foot in the District of Co. 
lumbia to set the clocks ahead during 
the coming summer. The Washington 
Chamber of Commerce has decided to 
petition President Harding to have the 
government departments open their 
doors an hour earlier during the sum. 
mer months. 

It is suggested that if the President 
will take this action, all the business 
houses of Washington will automatical- 
ly adjust their hours and thus daylight 
saving would be accomplished without 
the necessity of legislative action. 
Sentiment among business men here 
is strongly in favor of a daylight sav- 
ing law for the District, but in view 
of the congested condition of the Con- 
gressional legislative dockets and the 
prejudice created by the repeal of the 
former Federal law, it is believed to be 
impracticable to obtain legislation in 
time to be effective this season. 

It would not be surprising should 
Congress attempt another experiment 
with a Federal statute in 1923. The 
success of the movement would prob- 
ably depend largely upon the attitude 
and influence of the agricultural bloc. 


P. O. D. Extends Information Service 


The Post Office Department is ad- 
vised that the Information Bureaus 
established in some post offices last 
year are rendering a real service, and 
that the traveling public and tourists 
are availing themselves of this facility 
and are appreciative of its usefulness. 
The cordial reception accorded this new 
and additional feature of the postal 
service to the public, and the fact that 
the inauguration of the plan seems to 
be meeting a real necessity in our post 
office organization, prompts Postmaster 
General Work to renew attention to 
the subject and to suggest that those 
post offices which have not already 
adopted the idea arrange to do so as 
soon as practicable. 

In a notice to postmasters Mr. Work 
says: 

“It has been suggested that this Pub- 
lic Information Service may properly 
be associated with the Inquiry Work 
in the post office. Wherever in the 
post office the Public Information Desk 
is located a suitable sign should be 
displayed. 

“There should be kept on file and 
readily accessible current railroad time 
tables and up-to-date data regarding 
hotels (being careful to avoid dis- 
crimination), civic organizations, local 
industries, good roads and routes, and 
points of interest. 

“These features and such others 4s 
may be of peculiar local interest, in 
addition to the careful and cheerful 
attention to the travelers’ and tourists’ 
mail, constitute a real public duty and 
useful agency in our postal system, in 
which all postal employees should ¢o- 
operate.” 
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has SHOT itself into the good 
graces of rifle, pistol and shot- 


sun users everywhere. 


That same quality which makes re- 
sults better for the sportsmen makes 
business better for the trade. 


No other cartridge line carries the number of 
- good things, of bristling newness, that this one 
does. The Lubaloy non-fouling bullet, boat 
tail bullet, open point expanding bullet and 
Super-X long range shotgun loads are business 
bringers that only “Western” dealers know ho 
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In the Morning’s Mail 





Pyrene Moves to Newark, N. J. 


The Pyrene Manufacturing Co., Inc., 
has moved into its new factory at 520 
Belmont Avenue, Newark, N. J. The 
building is said to be of thoroughly 
modern fireproof construction. 

The general offices, formerly located 
in New York City, and all manufactur- 
ing departments are now located under 
one roof. 

G. P. Rogers, general sales and ad- 
vertising manager, states that it will 
be the policy and purpose of the Pyrene 
Manufacturing Co., Inc., to steadily im- 
prove the service rendered customers. 

A new department has been installed 
for the sale of a complete line of safety 
devices besides the regular fire fighting 
appliances. 

The complete line now embraces 
nearly everything in first aid, fire fight- 
ing appliances and safety devices, 
covering everything from “No Smok- 
ing” or “Danger” signs to gas masks, 
hand-drawn chemical engines and hand 
fire extinguishers. 


Freeland Leaves Winchester 


Willard E. Freeland, for the past few 
years connected with the Winchester 
Repeating Arms Co., New Haven, lat- 
terly in the capacity of superintendent 
of sales production, has accepted a pro- 
fessorship in Massachusetts Institute 
of Technology, Boston. In his new work 
he will give the course in marketing 
which comes as the third term of busi- 
ness management. It is expected he 
will devote part of his time to consulting 
work. 


Frank P. Mooney Promoted 


Frank P. Mooney, who has been 
connected with the traffic department 
of the American Sheet & Tin Plate 
Co., at Pittsburgh, for some years, has 
been made assistant traffic manager of 
the company. 


Shore with Russell, Holbrook 
& Henderson 


R. W. Shore, formerly manager of 
the New York office of the Defiance 
Machine Works, Defiance, Ohio, has 
joined the sales organization of Russell, 
Holbrook & Henderson, New York, ma- 
chine tool dealers. 


Rich Steel Products to Build 


The Rich Steel Products Co., Battle 
Creek, Mich., plans to erect three new 
buildings and equip them with ma- 
chinery for the manufacture of lawn 
mowers. The proposed new buildings 


include a factory, foundry and ware- 
house. The proposed warehouse, it is 
reported, will be large enough to ac- 
commodate 75,000 lawn mowers during 
the winter production season. 


McGregor Sales Agent for Amer- 
ican Steel and Wire 


C. J. MeGregor, who has been as- 
sistant sales agent of the American 
Steel & Wire Co. at its Cleveland of- 
fice, has been appointed sales agent for 
the company in Buffalo to succeed E. 
A. Niven, who has been transferred to 
New York. P. B. Gilroy has been 
transferred from the company’s Detroit 





C. J. McGregor 


office to succeed Mr. McGregor in Cleve- 
land. Mr, McGregor has been with the 
company for twenty years. He traveled 
the New England territory for twelve 
years and was then transferred to the 
Chicago and Milwaukee districts, where 
he served a year and eight months. 
He was made assistant sales agent in 
Cleveland in 1915, and effective April 
1 this year, became sales agent at Buf- 
falo. 


Death of Waldo A. Loud 


Waldo A. Loud, president and man- 
ager Worcester Lawn Mower Co., 
Worcester, Mass., died suddenly in 
that city April 4, of heart trouble, at 
the age of 45 years. Mr. Loud was ill 
for some time recently and had re- 
sumed his duties at the plant not more 
than a week previous to his death. 





Hardware Associates to Meet 


The New England Hardware Asso- 
ciates will hold a get-together dinner 
and entertainment at the Brunswick 
Hotel, Boston, Friday evening, April 28. 





Graham Nut Co. Reorganized 


The Graham Nut Co., Pittsburgh, one 
of the oldest concerns in the country 
making nuts and bolts, has been reor. 
ganized, and in the future will be 
known as the Graham Bolt & Nut Co, 
The Jones & Laughlin Steel Co., also 
of Pittsburgh, has secured an interes, 
in the company, but will not be active 
in its management. The Graham Bolt 
& Nut Co. has a plant on Neville 
Island, Pittsburgh, and has been a large 
maker of bolts, nuts and lag screws, 
but it is intended to greatly increase the 
present plant, take up some new lines 
of products, among these being track 
bolts and rivets. 

Harry C. Graham, president, and 
Charles J. Graham, vice-president of 
the former Graham Nut Co., will retain 
their respective positions with the Gra- 
ham Bolt & Nut Co., and S. W. Gray, 
formerly secretary and treasurer of the 
Graham Nut Co., will continue to fill 
these positions with the Graham Bolt 
& Nut Co. Albert Graham, who has 
been identified with the Graham Nut 
Co. since 1880, and who for some years 
has been chairman of the board of di- 
rectors, has retired from participation 
in the affairs of the company. 


Engman Matthews Expands 


Purchase by the Engman Matthews 
Range Co., Goshen, Ind., of the A. C. 
Barler Mfg. Co., Chicago, has been com- 
pleted. The Barler company manufac- 
tured a complete line of oil heaters. 
The line will be continued by Engman 
Matthews and will be manufactured in 
their malleable range plant at Goshen. 
The Engman Matthews Co. expects to 
employ from thirty to forty men in the 
Barler Heater department, it is said. 

The acquisition of the Barler com- 
pany, it is said, will result in no change 
in management of the Engman Mat- 
thews company. R. O. Barler, one of 
the founders of the company, will act 
in an advisory capacity for the Barler 
Heater division. The production of the 
oil heaters will be under the direction 
of Richard C. Barler, who will reside 
at Goshen. Sales of the heaters will 
be handled by the Engman Matthews 
sales organization. 


U. S. Chain Moves Offices 


The general offices of the United 
States Chain & Forging Co. have been 
removed from the second floor to the 
fifth floor of the Union Arcade, Pitts- 
burgh, Pa., the company now occupying 
rooms 564-575, both inclusive, and now 
has one of the finest suites of offices in 
Pittsburgh. 
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“STURDY” “NEW BEECH” “KASTER” 


FOR JANITOR USE 
FOR JANITOR USE EXTRA POWERFUL LEVERAGE FOR JANITOR USE 





CAPACITY 14 af PAIL—STEEL 
FRAME — STEEL BASE — STEEL 
CASTERS—MAPLE ROLLERS 


(No Pail Furnished) 





CAPACITY 14 QT. PAIL—STEEL 
FRAME — MAPLE ROLLERS — IN- 
DEPENDENT OF PAIL 






Two Sizes 





pe RAGS lt oP 
STANDS SQUARELY ON FLOOR FRAME — STEEL BOTTOM—BIRCH 
SKIDS—MAPLE ROLLERS (Steel 


Capped) 


NOTE: Rollers Are Easily Replaced 
When Worn. Simply with Aid of 
Pliers, Any One Can Make Replace- 
ment in Few Minutes. No pail. 


Shannon Mopwringers Now Shipped Without Crating 


At last we have secured a re-classification on Mop- The “HANDY” Hook whereby the pail can be instantly 
wringers. Now we can ship Shannon Mopwringers singly detached and used for other purposes in an Exclusive 
or in bundles without crating. This means a big saving to 
Jobbers and Dealers. 

The entire Shannon Line of Mopwringers are con- 
structed of prime steel and are finished in attractive : : ‘ : 
Aluminum paint, which is 50% more rust-resisting than serve you in any quantity. Shipments via freight or ex- 
Black paint. press to any territory F.O.B. Chicago. 


Shannon Improvement protected by patent. 


Order from your jobber; if he cannot furnish we will 


Catalog and Prices on Request. 


Shannon Manufacturing Co., Inc. 


1801-03 N. Hoyne Ave. 
Chicago, Ill. 
Manufacturers of Highest Quality Mopwringers 








“HANDY” “HOUSEHOLD” “WOODEN PAIL” 
(Patented Jan. 12, 1922) (Patented Jan. 12, 1922) FOR HOME USE 
FOR JANITOR USE FOR HOME USE Rs 








CAPACITY 10 QT. PAIL (Standard 








ht FR ae T. PAIL—STEEL Galvanized)—-STEEL FRAME (No 5 
FRA HOOKS—MAPLE Pail Furnished) CAPACITY 12 QT. PAIL—STEEL 
ROLLERS NOTE: Becoming Very Popular FRAME—(12 t. Cedar Pail At- 


(14 Qt. Heavy Galv. Pail Furnished) Among Housewives tached)—-MAPLE ROLLERS 
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HARDWARE AGE 


April 13, 1922 





Notes of the Retail Hardware Trade 





PASADENA, CAL.—Carroll & Clark, 28 
N. Rose Avenue, are purchasers of the 
stock and business of White Bros. 

TAMPA, FLA.—C. M. Bishop has pur- 
chased an interest in the Bishop Tucker 
Hardware Co., 507 Tampa _ Street. 
Catalogs requested on putty, oils and 
builders’ hardware. 


PocaTELLO, IDAHO.—The Carlson 
Hardware Co. has changed its name to 
the Chance Tatro Hardware Co. 


Piper City, ILu.—William L. Quick, 
new owner of the stock of J. A. Mon- 
telius, requests catalogs on automobile 
accessories, automobile tires, belting 
and packing, bicycles, builders’ hard- 
ware, cream separators, cutlery, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, furnaces, gasoline, 
gasoline engines, guns and ammuni- 
tion, heating stoves, incubators, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, sew- 
ing machines and washing machines. 


GRISWOLD, Iowa—G. G.  Silkett, 
owner of the Griswold Hardware, re- 
quests catalogs on a line of shelf hard- 
ware and harness. 

Boston, MAss.—The Arthur L. John- 
son Co. will move to a new location at 
Franklin and Devonshire Streets, 
about May 1. 


PITTSFIELD, Mass.—Philip W. Go- 
ewey has bought an interest in the 
Barris-Kenyon Hardware Store, 126 
North Street, and will be associated 
with G. Albert Kenyon and Fred W. 
Barris, effective March 31. Mr. Barris 
will be president and Mr. Goewey, 
treasurer. 


Evart, Mico.—The McGowan Hard- 
ware Co. has disposed of its stock to 
the Preston Hardware. 

FRANKENMUTH, MicH.—Nefe & 
Bernthal have succeeded to the busi- 
ness of C. F. Link. Catalogs requested 
on plumbing material and electric auto- 
matic water pumps. 

TECUMSEH, Micu.—D. L. Whiteneck 
& Co. have sold their stock to the 
Spitler & Horn Hardware Co. The 
new concern has added a line of paints, 
oils, varnishes and refrigerators. Cata- 
logs requested on a general line of 
hardware. 


MINNEAPOLIS, MINN.—Wyman and 
Stanway, 2007 Fourth Avenue, S., have 
recently suffered a fire loss. 

Stet, Mo—The Rankin Hardware 
Co. has commenced business here, deal- 
ing in the following, on which catalogs 
are requested: Barn equipment, 
churns, cutlery, dairy supplies, farm 
implements, flashlights, fishing tackle, 
guns and ammunition, heating stoves, 
home barbers’ supplies, incubators, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, pumps, shelf hardware, 
sporting goods, stoves and ranges and 
washing machines. 

LINCOLN, Nes.—The Henry Veith 
Co., 905-909 O. Street, desires the name 
and address of the manufacturer of 
“Vim” pipe cutters for stove pipe. 

LANCASTER, N. H.—The stock and 


building of L. F. Moore were destroyed 
by fire recently. 

CaNASTOTA, N. Y.—The Andrus- 
Frost-Parkhurst, Inc., 108-110 Peter- 
boro Street is the new owner of the 
hardware and plumbing stock of the 
Fishef Hardware Co. 


Futton, N. Y.—L. A. Palmer has 
purchased the interest of L. E. Hope 
in the Palmer-Hope Hardware Co., Inc., 
5 South First Street. The directors 
are: J. Q. Palmer, L. A. Palmer and 
George Eckert. 

PotspAM, N. Y.—F rank S. White has 
purchased the stock and fixtures of 
the Smith & Smith Hardware Co., and 
requests catalogs on a general line. of 
hardware. 

SARANAC LAKE, N. Y.—D. Cohen & 
Sons have purchased the building at 
199 Broadway, which they will occupy 
with a stock of automobile tires, barn 
equipment, bathroom fixtures, belting 
and packing, builders’ hardware, build- 
ing paper, churns, crockery and glass- 
ware, cutlery, —z supplies, dynamite, 
electrical household specialties, farm 
implements, furnaces, garage hard- 
ware, guns and ammunition, hammocks 
and tents, heating stoves, heavy hard- 
ware, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 
shelf hardware, sporting goods, stoves 
and ranges, tin shop and washing ma- 
chines. Catalogs requested on a line 
of builders’ hardware. The concern 
also operates a store at Bloomingdale, 
and carries both a wholesale and retail 
stock. 

SHERBURNE, N. Y.—The partnership 
of Mettler & Hoxie has been dissolved. 
T. H. Hoxie will continue the business 
under his own name. 


ALTOONA, Pa.—A. Koehle has opened 
a store at 1001-1003 Bridge Street, 
where a complete stock of the following 
will be carried, on which catalogs are 
requested: Builders’ hardware, build- 
ing paper, crockery and glassware, cut- 
lery, electrical household specialties, 
flashlights, fishing tackle, garage hard- 
ware, guns and ammunition, home bar- 
bers’ supplies, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roof- 
ing and shelf hardware. 

NANTICOKE, Pa.—J. Hecht & Sons, 
Noble and Walnut Streets, are remodel- 
ing the entire second floor of their. 
building to be used for display pur- 
poses. 

DonnA, TEx.—The Ewing Hardware 
Co., Ltd., has bought the stock of J. M. 
Todd & Son, and will combine it with 
its own. 

ANACORTES, WASH.—The Anacortes 
Hardware Co. has been incorporated 
with a capital stock of $6,000, by H. 
L. Deyo and others. The company’s 
stock comprises the following, on which 
catalogs are. requested: arn equip- 
ment, ne and packing, builders’ 
hardware, building paper, churns, 
cream separators, erecta and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, heating stoves, 
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heavy hardware, incubators, insect- 
icides, kitchen housefurnishings, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, shelf hardware, 
silverware, sporting goods, stoves and 
ranges and washing machines. 

DUVALL, WASH.—The Duvall Hard- 
ware & Supply Co. stock was recently 
damaged by fire. Catalogs requested 
on barn equipment, bathroom fixtures, 
belting and packing, builders’ hard- 
ware, building paper, crockery and 
glassware, cutlery, dynamite, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, guns 
and ammunition, hammocks and tents, 
harness, heating stoves, linoleum and 
oil cloth, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing depart- 
ment, prepared roofing, pumps, shelf 
hardware, silverware, sporting goods 
and stoves and ranges. 

RurFr, WasH.—The Ruff Hardware 
& Implement Co., Inc., has been in- 
corporated with a capital of $25,000. 
A line of harness and furniture has 
been added. 

MOUNDSVILLE, W. Va.—A. R. Acker 
has purchased the stock and building 
of the Smith Hardware Co., and will 
continue the business as the A. R. 
Acker Hardware. Mr. Smith has been 
engaged in the hardware business for 
the past 20 years, and will remain with 
the new firm for the present. 


DEER PARK, Wis.—The Jabusch 
Hardware Co. has been incorporated 
with a capital of $25,000 to deal in 
builders’ hardware, building paper, cut- 
lery, flashlights, fishing tackle, fur- 
naces, gasoline, guns and ammunition, 
harness, heating stoves, linoleum and 
oil cloth, lubricating oils, paints, oils, 
varnishes and glass, prepared roofing, 
shelf hardware, stoves and ranges. 

KAUKAUNA, Wis.—W. F. Hohmann 
has commenced business here, and re- 
quests catalogs on a line of electrical 
household specialties, kitchen cabinets 
and washing machines. 

MENASHA, Wis.—G. A. Loescher & 
Son will erect a new store building. 

Park FAuts, Wis.—The Park Falls 
Hardware Co., successor to Gotz 
Schmidt, has been incorporated. 

CHAMBERSBURG, Pa—Norman 0. 
Huber, 30 South Main Street, desires 
the name and address of the manufac- 
turer of “Commonwealth” aluminum 
ware. 

WHITEHALL, Wis.—J. E. Garaghan 
has bought the Mason U. Olson stock, 
consisting of barn equipment, bicycles, 
builders’ hardware, building paper, 
churns, cutlery, dynamite, electrical 
household specialties, flashlights, fish- 
ing tackle, furnaces, garage hardware, 
gasoline, guns and ammunition, ham- 
mocks and tents, heating stoves, heavy 
hardware, home barbers’ supplies, in- 
cubators, insecticides, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cl lubricating oils, mechanics’ 
eee pa nie, oils, we -_ glass, 
phonographs, pou supplies, pre- 
pared roofing, Dhelf hasdeare silver- 
ware oreo, stoves and ranges, 
oe shop, washing machines and wheel 

ys. 
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Let DEJONGE e4rt Mat FHlelp Sell Your Goods 


THE TIFFANY OF COATED PAPERS 
ATALOGUES printed on its rich, dull-coated surface have a distinétion that is highly persuasive. Every 
detail of an engraving is brought out with a faithfulness that makes it delightfully photographic. I]lustrations 
of furniture, automobile:, hardware, shoes and interior views, sometimes so difficult to make clear, look their best. 
DEJONGE ¢Art -Aat makes the most of every artistic possibility, in type matter and in pictures. To whatever sales 
talk it carries, it lends dignity. 
DISTRIBUTORS 


69-73 Duane St. lOuUIS DEJIONGE & CO), New York City 


MANUFACTURERS 
501-509 South LaSalle Street, Chicago : 116 North 7th Street, Philadelphia 


The Whitaker Paper (o., Cincinnati and all divisions The Zellerbach Paper (o., San Francisco and all divisions 
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Golf Set for Kiddies 


The Statler Mfg. Co., Inc., Baltimore, 
Md., have placed on the market a juve- 
nile golf set that will delight the sport- 





Statler Juvenile Golf Set. 


loving kiddie whose daddy plays golf. 
This set consists of a plaid bag with 
carrying strap, one golf ball, and two 
clubs. The clubs are 21 in. long, all 
varnished, hardwood handles, and have 
a head of fine metal casting. The bag 
is 18 in. long, which permits the heads 
of the sticks to poke out beyond the 
top. 


Sounds Like Real Canary 


“Tweet, tweet” go the birdies in the 
spring—so they say; but watch out that 
you are not being fooled by some one 





Victory Canary Songster. 


who is operating a Victory Canary 
Songster. This little plaything is made 
by the Aywon Toy and Novelty Corp., 
494 Broadway, New York City. Its 
piping trills are so natural that it is 
said to have fooled many people. 

The design and method of operation 
are clearly shown in the illustration. 
The small cylinder held in the boy’s 


HARDWARE AGE 


NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 





hand is filled partially with water and 
the tube put in the mouth. By simple 
manipulation when blowing into the 
tube various cattary effects are pos- 
sible. 


Modern Swing Gives Health and 
Pleasure 


Everswing is the name of the new 
scientific child’s swing made by the 
Everswing Co., Minneapolis, Minn. To 




















The Everswing 


operate the child “pumps.” A swing of 
the body in the seat is sufficient to keep 
the device in full motion. A support 
for the feet is found at an angle in 
front of and below the seat. The swing 
is built in a very substantial way, as 
can be seen in the illustration. The 
Everswing can be hung from a tree 
limb, special support frame, or in a 
doorway—outdoors or indoors. Several 
special models are available, and all are 
described in the company’s literature. 
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Miniature Washing Machines 
That Wash 


Little girls with domesticated in- 
stincts will welcome the new line of toy 
washing machines placed on the market 








Using the Electric Jiffy-Jeff. 


by the Jefferson Electric Mfg. Co., 430 
South Green Street, Chicago. This line 
consists of both a hand-operated and an 
electric power washing machine. Both 
devices will actually wash clothes 
quickly and thoroughly. 

The trade name given to this line is 
the Jiffy-Jeff. Galvanized iron and zinc 
is used in the construction of the toy, 
which makes it rust-proof. It is said to 
be absolutely fool-proof and water 
tight. It is finished in an attractive 
gray shade. The oscillating cylinder 
principle is used in the design of the 
Jiffy-Jeff. This toy is said to be one 
of the few electric toys for girls exclu- 
sively. 

The hand-power machine is operated 
by a crank. 


New Radio Headset 


The Manhattan Electrical Supply 
Co., Inc., 17 Park Place, New York 





~ City, is now prepared to make deliver- 


ies on its new radio headset, which will 
be numbered 2500 and 2501. It will re- 
place design No. 480, which the com- 
pany has been making for the past ten 
years. 

This headset is super-sensitive and 
has been subjected to several improve- 
ments. Because of the construction of 
its magnets it will produce loud signals 
without distortion. The magnets have 
been designed to exert a center pull on 
the diaphragm, thus flexing it equally 
in every direction. The magnets are of 
tungsten steel. The headband is of the 
sanitary type covered with a rubber 
japanned finish, which may be wiped 
off with a damp cloth at any time. The 
case proper is flush on the back, with 
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cCAsk any woman which type 
Canner she prefers 


—and she will invariably reply, 
“one built round” 


"oe is a reason, a round 
canner is easier to handle, it 
is more compact, better balanced, 
and you get the great- 
est capacity for the 
space occupied. An 
Iron Horse Cold Pack 
Canner,with acapacity 
of 7 quart or pint jars, 
occupies a space only 
1314 inches in diam- 
eter. - And, besides, 
it just fits on a stove 


opening or gas burner. Capacity, 7 quart or pint fruit jars 


IRON. HORSE COLS3D PACK CANNERS 


booklet on these canners, 
and let us quote you prices. 
Simply displaying them sells 
them. 

Write us today. 


5 —— ROCHESTER CAN COMPANY 


CST 
——— y 


Write for our illustrated 
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no projections to scratch furniture. In 
a similar way there is no projection on 
the headband to catch the hair. 

The cork tips are concealed within 
the case, making it impossible to un- 
balance the set by touching these with 


Manhattan Headset No. 2500 and 2501 . 


the hand. The polarity of the magnets 
are indicated and a tracer telephone 
cord is used, so that the receivers may 
be correctly inserted in tube circuits. 
An eyelet is attached to the case and 
tie-cords relieve all strain on connec- 
tions. 


Galvanized Toy Shovels 


The L. D. Berger Co., 59 North 
Second Street, Philadelphia, Pa., offer 
the trade the L. D. B. line of play 














L.D.B. Play Shovels. 


shovels, which are stoutly made with 
well seasoned wood handles tough 
enough to stand the strain that chil- 
dren will give them. The blades are 
made of galvanized iron of a thickness 
that will not buckle under the strain. 
The method of locking the handle to 
the blade is an important feature. The 
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metal is forced into the wood by ma- 
chinery and the parts cannot become 
detached. The shovel is made in four 
sizes in two distinct models. The length 
of the blade in the No. 1 shovel is 3% 
in.; No. 2 is 4% in.; No, 4 is 4% in., 
and No. 7 is 6% in. 


New Starrett Tool 


The L. S. Starrett Co., Athol, Mass., 
has recently issued a special supplement 
to its No. 22 catalog, in which are illus- 
trated and described seventeen new 
Starrett tools of interest to machinists. 

The list of new tools include: Metal 
case for one-inch micrometers, microm- 
eter depth gage, micrometer caliper 
gage, dial sheet gage, standard end 
measuring rods, combination squares, 
beveled edge squares, double steel 
squares, T-handle wrench, vernier 
height gage, protractor and depth gage, 
steel rules with holder, bent blocks, 
thickness gages, tape hooks and plumb 
bobs. 


Cast [ron Lawn Sprinkler 


Though inexpensive, the new Carnical 
Lawn Sprinkler made by Schlangen 
Bros. Co., 2485 Irving Park Boulevard, 
Chicago, is said to be very efficient. 


Carnical Sprinkler 


The base is made of cast iron, heavily 
enameled in black. There are no parts 
to get out of order. The spray of water 
is thrown a distance of about thirty 
feet in diameter. Special construction 
makes the water fall in fine drops after 
it leaves the sprinkler. 


Six-Inch Caliper Rule 


The Rustless Rule Co., Inc., Buffalo, 
has added to its line of Rustless rules 
a new six-inch caliper rule which is 





Rustless Caliper Rule 


and in sixteenths on the other. Fig- 
ures and graduations are stamped in 
the metal. The hook slide and tip are 
made of brass highly polished and 
lacquered. The slide, while working 
freely, holds its position wherever 
placed. The hook piece with cut out 
permits the reading of the rule full up 
gas 
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to the hook. It is a very handy tool 
and may easily be carried in the 
pocket. The rule is rustless, being 
made of Luminoy. 


New Household Invention 


The Scott-Blocks, made by the Scott- 
Block Co., 304 West Fifty-fourth Street, 
New York City, will relieve the nerves 











~ ae} 


Display Carton with Scott-Blocks 





of anyone who sits at a wobbly desk or 
eats at a wobbly table. These little 
blocks are small and simple to look at, 
but when once used it is said they be- 
come a great boon to quiet the nerves. 
These tapered blocks are pushed in 
under the offending leg of a table, pho- 
nograph, chair or desk and all wobbles 
and sways disappear. They also may be 
used to hold windows open or closed, 
being used in this case like a wedge. 
They may be jammed in squeaking 
auto doors and in house doors. In fact, 
wherever a handy wooden wedge is 
needed these blocks will come in handy. 


Rod and Reel Made Small, Com- 
pact and Strong 


Stubby Rod and Reel is made by The 
American Display Co., Dayton, Ohio. 
The picture tells the whole story. Over- 
all, the outfit measures only 23 in. long 
when jointed ready for action. When 
unjointed it measures 12% in. long. 
There are no delicate parts to get out 
of order. The reel is of the single- 
action type, made of aluminum with 
brass bearing. It is counterbalanced so 


~that it runs free and easy. It will hold 


from 50 to 100 yd. of line, according to 
the size of the line used. 

The drag is of spring steel, and is 
conveniently located for quick opera- 
tion with the thumb. An adjustment 
screw gives any desired tension. The 
corrugated handle is hollow hardwood, 
so that the rod setting-pin furnished 
may be used. The handle and rod are 
black enameled and the reel is satin 
finished aluminum. 





The Stubby Rod and Reel. 


Reading matter continued on page 106 
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The live hardware 
dealer says: 


“Look At This Chart 


‘“‘The black part of each circle rep- 
resents that proportion of 5ths 
hose made each year by Boston 
Woven Hose & Rubber Co. The 
white part represents other diam- 
eters. 








‘‘There wasn’t much ths hose in 
1917, there was little more in 1918, 


BOSTON and the proportion grew each year 


T ocean or . up to 1921 when %ths hose had a 


Coubridgo, Mass. substantial lead over all other sizes 


“ for home use. 
The largest hose manu- 
facturers py ha ——— be b Iki b h 
Makers of the famous 
BULL DOG, GOOD I have been talking aboujt the 


EE a My el aR superiority of 5gths hose ever since 


LUCK Jar Rings. Sa I first found out about it.”’ 
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All Steel Porch Swing 


The Stewart Iron Works Co., Cincin- 
nati, Ohio, have added to their line an 
all-steel porch swing. The swing is 
three feet six inches long and is paint- 



































Stewart’s Porch Swing No. 374-A 


ed green. Galvanized chain is used to 
suspend the swing from the ceiling of 
the porch. The swing is known as Stew- 
art’s Porch Swing No. 374-A. 


New Torrington Sweeper 


The Torrington Company, National 
Sweeper Division, Torrington, Conn., 
announces a new electric cleaner, 
known as Type “C.” 

The new Torrington has no radical 
departures from the underlying prin- 


Torrington Type C 


ciples of the previous Torrington de- 
sign. The motor, as before, is used 
solely to create suction, and the brush 
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is driven carpet-sweeper fashion, sep- 
arately. 

A special metal alloy, aluminum and 
silica, has been substituted for steel for 
the fan case, motor housing, and nozzle, 
as well as the fan. This alloy has a 
beautiful high lustre finish, and it is the 
claim of the manufacturers that it has 
much greater tensile strength than the 
average sand-cast aluminum casting. 

The General Electric motor is larger 
than previous designs. A _ reversed 
brush action secured by the introduc- 
tion of an intermediate drive pulley 
gives better surface cleaning efficiency. 
A removable nozzle is also a new 
feature of the new model. The oper- 
ator uses two convenient levers for re- 
leasing the sweeping nozzle and put- 
ting on the attachment nozzle, The 
dust bag has been placed on the right 
side of the handle, beyond the reach of 
a woman’s skirt. 

Handle adjustments are made with 
the foot—toe-trip levers being used to 
put the handle in any position desired 
for use. The switch is in the end of 
the handle. A half-turn to the right 
starts the motor, and another half-turn 
in the same direction stops it. The lead 
wires terminate in a plug which is pro- 
tected by its location behind the fan 
case. The lips of the nozzle are slightly 
arched up at the center to prevent the 
“sealing” of rugs. The machine can 
be used on A.C. or D.C., wherever 110 
volts are available. Special motors to 
accommodate other voltages are sup- 
plied, however, without extra cost. 


Takes the Sag Out of Clothes 


Lines 


The Midland Co., South Milwaukee, 
Wis., make the Ideal Clothes Line 
Holder, which may be used in the base- 
ment, attic or in the yard. The device 
is screwed permanently to the wall or 
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Ideal Clothes Line Holder 

post with two screws. It is made from 
malleable iron. The rope or line is 
pulled through a clip like construction 
with a hook on each side. This simple 
arrangement holds the rope taut as 
desired. The Ideal holder is also a 
great time saver, preventing the neces- 
sity of tying knots or making fancy 
slips. 


Handy Kitchen fitap Ladder 


The White Lily Mfg. Co., Davenport, 
Iowa, announces “Kitchandy,” a small 
kitchen step-ladder weighing only seven 
pounds. The construction enable it to 
support over 960 pounds. The advan- 
tage claimed for the article are the 
varied uses to which it can be put 
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around the kitchen or the house. It 
serves equally well as a step-ladder or 
a stool and folds up so that it occupies 
very little space. The manufacturer is 


The Kitchandy 


enjoying a very fine sale on the item. 
It was started as a by-product, but or- 
ders have increased to such an extent 
that it is necessary to buy lumber and 
material for this one item alone instead 
of making it as a by-product. 
Kitchandy is made in two finishes, 
natural varnish and white’ enamel. 


New Buffalo Forge 


This “Bufco” 061 Forge is the latest 
addition to the Buffalo Forge Co., Buf- 
falo, N. Y., line of blacksmith tools. 
The real new feature of this forge 
which places it far in the van of all 
other agricultural forges is the “Bufco” 
blower head. 

This comprises a blower of new de- 
sign, hand-driven through a train of 
steel spur gears. The gear ratio of thir- 
ty-six to one gives a speed ratio con- 
sistent with a nominal rate of turning 
the hand crank. The gear train is set 
in a one-piece gear-case which is abso- 
lutely oil and dust-tight. The fan is 
made of sheet steel and so designed 
that very little effort is required to fur- 


Bufco 061 Forge 


nish enough blast for the maximum 
heating capacity of the forge. 

This forge is made with either an 
eighteen-inch or twenty-two-inch cast 
iron hearth set on four substantial and 
well braced steel pipe legs. 


Reading mattér continued on page 108 











April 18, 1922 








HARDWARE AGE 






























































Th. 
[te 


5D 


~ 




























































































































































































Note This List 


Below is a partial list of the prominent 
Jobbers who have stocked Badger Tires. 


“Nothing succeeds like success,” and the 
exceptionally high quality of Badger Tires 
naturally attracts the best Jobbers. They 
can do more business with Badger Tires, 
because these tires give car owners more 
mileage and more service. 


Julius Andrae & Sons Co., Milwaukee, Wis. 

Appleby Bros. & Whittaker Co., 
Harrisburg, Pa. 

Badger Tire & Rubber Co., Spokane, Wash. 
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Cook Iron Store Co., 


G. W. Dickel Co.,  - 


Griffith & Turner Co., 
Hermann-Sanford Co., 


Chas. Ilfeld Co., - - 


Federal Sales Co., Inc., 
General Motor Equipment Co., 


Thos. P. Deitrick & Co., 


Horrocks-Ibbotson Co., 


Barker, Rose & Clinton Co., Elmira, N. Y. 


Rochester, N. Y. 
. Richmond, Va. 
Philadelphia, Pa. 
- Buffalo, N. Y. 


Mitchell, S. D. 
- Baltimore, Md. 
- Springfield, Mo. 
- Utica, N. Y. 
Las Vegas, N. M. 


Albuquerque, N. M. 





14 ‘ Santa Rosa, N. M. 
Kelley-How-Thomson Co., Duluth, Minn. 
Lidgerwood Auto & Machine Co., 

Lidgerwood, N. D. 
C. M. McClung & Co., - Knoxville, Tenn. 
Motor Hdwe. & Equip. Co., San Diego, Cal. 
Norfolk Motor Equip. Corp., Norfolk, Va. 





Rapides Auto Co., Inc., 
Ross-Frazer Iron Co., 
Roy & Titcomb, - - 


Stewart Wholesale Co., 


Schwabacher Hdwe. Co., 


Alexandria, La. 
St. Joseph, Mo. 
Nogales, Ariz. 

Seattle, Wash. 

Boise, Idaho 














Watertown Motor Accessories Co., 

Watertown, S. D. 
Wetmore-Savage Co., - Boston, Mass. 
Arkansas Dry Goods Co., Batesville, Ark. 
Purcell Wholesale Grocery, Purcell, Okla. 


The Badger Rubber Works 
Milwaukee, Wis. 
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Auto Windshield Visor 


Acme Visors will fit any standard 
car and are made by the Acme Motor 
Shield Corp., 212 North Calvert Street, 


Acme Folding Visor 


Baltimore, Md. This shield fits on the 
windshield frame and operates on a 
special hinge. The visor may be folded 
away when not in use and may just as 
quickly be brought out into operation 
ina moment. The visor may be raised 
or lowered to any desired angle. It will 
protect the driver’s eyes from glare of 
sun or headlight and in stormy weather 
keeps the vision on the windshield 
clear. 


Lock Shuts Off Gas Supply 


No gasoline operated car can be run 
without a steady supply of gas. The 
Fisher Gasoline-Auto Lock, made by 





Pipe From 
oad Vacuum lank 











Details of Fisher Auto Gas Lock 


the Lefebvre Mfg. Co., Inc., 49 Church 
Street, Boston, Mass., is said to be 
efficient for that reason. This lock fits 
on the dash board and is operated by a 
strong lock which must have the proper 
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key. The lock is connected to the car- 
bureter and the vacuum tank and when 
locked prevents gas from going from 
the tank to the carburetor. The lock 
has eight tumblers and cannot be 
picked. It is a simple device to install 
and the lock need not be placed on the 
instrument board but could be put m 
any convenient spot that was out of 
sight, should the motorist so desire. 
The gas pipe lines are protected under 
the plan of operation and tampering 
is said to be impossible. 


Steering Wheel Lock for Fords 


The Fox Automotive Products Corp., 
Philadelphia, Pa., make the Fox-Proof 
steering wheel locks for Ford cars. The 
lock may be obtained with only the 
wheel spider spokes for application to 
the standard rim or may be obtained 
with an oversize steering wheel with 
or without a horn button. The Fox lock 


Fox Steering Wheel Lock Complete _ 


binds the steering apparatus and also 
locks the front wheels, dead ahead, to 
the right or to left, as desired. The 
lock may be installed in fifteen minutes 
and is key operated. The lock cannot 
be picked or opened by a master key. 
This device has been approved by the 
Underwriter’s laboratories. 


Combined Direction and Stop 
Signal 


The Cleveland Safety Appliance Co., 
232 St. Clair Avenue, E., Cleveland, 
Ohio, offer the trade the Directo Signal. 
This device gives warning on the direc- 
tion the driver intends turning and also 
gives an automatic “Stop” signal. The 


word stop is flashed on the signal plate 
at each operation of the foot brake, 
The arrows which point to left and 
right are operated by pushing the 
proper of the two buttons found on the 
direction switch, which is located near 
the driver. 














Directo Safety Signal 


The device is placed on the rear left 
fender and is easily seen and read by 
the driver approaching from the rear. 


Twin-Gear Facilitates Auto 
Jack Operation 


The Sterling Twin-Gear Jack, made 
by the Republic Auto Parts Co., Inc, 
Long Island City, New York, has a 
lifting capacity of one and one-half 
tons. It is easily controlled by a long 
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Sterling Twin-Gear Jack 


handle with a cross or tee grip. It 
has a special gearing arrangement 
which makes it operate easily even in 
the hands of children or women. 











